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The New President and his Team, see page 65 


N.A.P.A. CONVENTION REPORT 


President's Message @ Convention Views @ Inform-A-Show 
Keynote Address @ Shipman Medalist @ Start page 69 
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now RED means STOP / 


HE INSECT that passes up a green crop fora tasty 
red-ripe one will do well to watch his step. Shell 
Chemical has changed the rules... 

Formerly, the farmer had to stop using sprays as crops 
approached maturity. Now Shell Chemical’s Phosdrin 
insecticide protects fruits and vegetables during the 
critical period just before harvest. Phosdrin does its 
work, then vanishes before the crop is picked. This re- 
markable new product is proving itself effective on a 
lengthening list of crops. 

Newest member of a famous family of pesticides, 
Phosdrin is a demonstration to the insect world that 
Shell Chemical intends to keep helping the farmer. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 


the SUSY man 
by the length of his product line! 


He can promptly fill your requisitions for applications ... plus the services of versatile 
both ball and roller bearings—for many thou- —_ application engineers and bearing designers 
sands of sizes. No one else offers such a variety! in the home office of S&F. 

Besides this big selection, he offers his per- Why not speed up your bearing orders by 
sonal experience with countless bearing calling him today? 


EVERY TYPE—-EVERY USE 


okKF. 


SKF INDUSTRIES. INC... PHILADELPHIA 32. PA 


* REG. U.S. PAT. OFF, 
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, MICHIGAN 


Why EXPAND? 


. CONFIDENCE IN OUR CUSTOMERS 
; CONFIDENCE IN OUR COUNTRY 


3. CONFIDENCE IN BOUND BROOK’S ~) 
ABILITY TO GIVE THE FINEST SERVICE 
IN THE FIELD OF POWDER METALLURGY , 


POWDER METALLURGY BEARINGS + PARTS 
ee 
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haking rubber keeps 
coal on the run 


B. F. Goodrich improvements in rubber brought extra savings 


Problem: At this power plant, coal 
stored in silos was sent on its way to 
furnaces through metal pipes. But when 
the coal was wet, it stuck together, 
became clogged in the pipes. Coal de 
livery to the furnace was delayed while 
workers pounded the pipes clear with 
sledge hammers 


What was done: A company engineer 
came up with a unique solution to 
the problem. The metal pipe was re 
placed with a rubber hose specially 
developed by B.F.Goodrich to handle 


rough materials. A vibrator was at- 
tached to the hose to keep the coal 
flowing freely 

Savings: The B.F.Goodrich rubber 
hose was tried. That was one year ago, 
and there has not been one delay 
because of clogging since 

Extra benefits: The constant wear of 
coal sliding down the metal pipes wore 
them out in about one year. But after 
the B.F.Goodrich 
hose is still going strong, 


one year of service 
shows no 
sign of wear. No holes, no repairs, 


no problems of any kind. That's 
because the lining of this hose is made 
with Armorite, the toughest, wear- 
resistant rubber known. This rubber is 
so tough that, on many jobs, it out- 
lasts the hardest steel 10 to 1. 


Where to buy: Your B.F.Goodrich 
distributor has exact specifications for 
the B.F.Goodrich hose described here 
And, as a factory-trained specialist in 
rubber products, he cam answer your 
questions about a// the rubber prod- 
ucts B.F.Goodrich makes for industry 
B.F.Goodrich Industrial Products Co. 
Dept. M-349, Akron 18, Ohio 


’ 


BE Goodrich industrial products | 
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Hand-lubricating large machine 
tool takes operator-about 15 minutes 


A large part of industry still relies on out-moded lubrication methods 
to maintain and protect its tremendous investment in expensive, high 


Lubricating large machine tool 
automatically-takes only 8 seconds 


Economical operation of production equipment depends not only on 
the right lubricant, but also on the right amount in the right place at 


speed, precision production equipment. 


the right time. 


Central lubrication cuts waste of 
manhours-in one case, 315 a month 


Recent management surveys into plant 
lubrication practices have turned up 
some astounding opportunities for 
over-all savings. In a single plant these 
savings included a 60% reduction in 
maintenance expense and a 20% 
increase in production. 

This particular study covered 60 
machine tools performing turning, bor- 
ing, drilling and reaming operations. 
Each operator lubricated his own 
machine with a hand gun and was 
allowed fifteen minutes per eight hour 
shift to do so—a total of 315 manhours. 

But for one reason or another 
(neglect; new, untrained operators; 
misplaced or lost guns; no grease on 
hand, fittings damaged or missing) at 
least some of the twenty-one lubrica- 
ting points on every maghine were 
either improperly lubricated or had not 


LUBRICATION 


been lubricated for a long time. These 
conditions were corrected by installing 
a central system on each machine, 
enabling the operator to spend all his 
time on productive work. Result—tre- 
mendous savings and greatly improved 
operation. 

This experience is typical of the 
benefits that can be realized when man- 
agement recognizes that organized lub- 


rication is a major factor in cost control. ° 


Large firms, with plant lubrication 
engineers, and small firms, where lubri- 
cation is delegated to engineers who 
perform other duties, are uncovering 
exceptional opportunities to extend part 
life, eliminate downtime, reduce rejects 
(even save on lubricant cost) and other- 
wise add to income. 

As consultants, Texaco’s organiza- 
tion of Lubrication Engineers, opera- 


ting in all 48 states, has been effective 
in outlining a practical approach to 
these problems. A more detailed dis- 
cussion is available in an enlightening 
booklet: “Management Practices That 


Control Costs Via Organized Lubrica- 
tion.” Write The Texas Company, Dept. 
P31, 135 East 42nd Street, New York 
17, New York. 


f } IN ALL 
a 4) 48 STATES 
y/ 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, MAINTENANCE) 
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Your “SPECIAL” fastener problem 
may be a “STANDARD” one to us 
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/ An old adage says that the answer to almost every 
problem is written down somewhere — if you know where 
to find it. This goes for fastening problems, too. 
Appliance manufacturers often turn to us to solve 
particularly difficult fastening problems ... or as a reliable 


LEG LEVELING 
BOLT 


source that assures quick delivery and helpful service. 
Whether you need standard or special purpose fasteners, in 
steel, brass, aluminum or alloys, you can bank on 

one thing: Lamson & Sessions will keep you supplied, 

fast, efficiently with the type and size you require. 

We're dedicated to keeping assembly lines running. Why 
not try us and see? 


The LAMSON & SESSIONS Ca. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO e CHICAGO e BIRMINGHAM 
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&> FEDERAL FAIR TRADE—P.A.’s are keep- 
ing their eyes on a bill now before Congress to 
legalize retail fair trade throughout the coun- 
try. The measure would permit manufacturers 
to fix “stipulated or minimum resale prices” 
for their merchandise. If this bill is passed, 
discount houses will be sharply curtailed and 
consumers will probably be paying higher 


prices. 


& TELEPHONE BEEN RINGING? You 
may be getting more hard-sell phone calls and 
fewer personal appearances from salesmen in 
the future. Reason: Cost. Rolled Steel Corp., 
which uses telephone sales exclusively, says 
a telephone sales call costs $1.75 compared to 
$21 for a sales visit. A company executive puts 
it this way: “It’s not necessary for us to waste 
the purchasing agent’s valuable time and snow 


+ +] 


ball our own costs at the same time.” 


> PUSH FOR PURCHASING—The impor- 
tance of the purchasing function in 1958 was 
underlined by two recent surveys compiled bs 
the American Management Association and 
Dun & Bradstreet. The surveys show that most 
company officers anticipate lower profit mar- 
gins this vear and cite areas where purchasing 
agents’ cost cutting can taper the decline. 
Among the purchasing techniques considered 
vital by corporation presidents: value analysis 
and pre-production purchase analysis 


[ SEASONALLY ADJUSTED NEW OBDER INDEX 
i | WMOUSTRIAL SUPPLIES AND MACHINGEY 


i 


FRO SEASOMALLY ADJUSTED INDEX 
INDUTTEIAL PROOUCTION 
MANUFACTURES DURABLE 


Prepored by Amerwor Swppty b Mochunery Monvterterer) Aesersatan tne 





For the P.A.'s Hot File . . . 


One of the new trends in purchasing: 
repacking parts as they’re received 
from vendors. P.A.’s finds that by re- 
packing inventory items in standard 
size boxes they can make better use of 
storage space, can locate items more 
easily and can keep better tabs on in- 
ventories. Some companies pack items 
in quantities based on usage—a week’s 
supply per box for example. This is a 
big help on the production line. 











> THE INVENTORY STORY—tThe most se- 
vere inventory drop during this recession as 
been felt in goods in process. From October 
‘D7 to March °58, these working inventories 
dropped about $1.5 billion—roughly half the 
total inventory fall and three-quarters of the 
durable goods decline. Finished goods inven- 
tories remained fairly constant throughout the 
first quarter while purchased materials fell off 
slightly. 


&> NYLON PRICE CUTS—tThe two largest 
nylon producers—Du Pont and Chemstrand— 
have cut the price of certain grades, in their 
continuing battle with the rayon manufactur- 
ers. Prices of both tire yarn and non-tire indus- 


New orders for production tools, 

equipment and supplies placed by 

industrial distributors continued 

{ to decline in April, but at a 
markedly slower rate than in the 
previous half year. The April 
index, compiled by the American 
Supply and Machinery Manufac- 
turers Association, dropped one 
point to 148, compared with an 

100 average monthly fall of eight 

75 points in each of the last six 
months. 
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Wavometer test for ball race surface 
finish. One of many checks to assure the 
highest degree of accuracy in New 
Departure precision bearings. 


FOR PRECISION LOCATION... 
PLUS WIDE ADAPTABILITY 


NEW DEPARTURE BALL BEARINGS 


New Departure angular contact ball bearings are available 
in a full range of Extra-Light, Light and Medium Series, to 
all precision specifications. They give the designer a wide 
variety of bore, outside diameter and width relationships 
and mounting methods. . 


Made to light, medium and heavy preloads, and ground for 

universal mounting in any of the duplex arrangements or 

separated by spacers of equal length, they assure exact loca- Cancion heating tate Galnom snliee 
tion of shafts or spindles under load conditions of every kind. axial loads, 


For full information, send for free booklets BA and DD on design and application. 


ose 


| A ee, 
FORWARD FROM FIFTV 


EPARTURE 
DIVISION OF GENERAL/MOTORS, BRISTOL, CONN, 


NOTHING AMOLLS L/AE A BALL 
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Straws in the Trade Wind 


trial yarn were lowered recently. However, > TOO MANY SALESMEN? With more 
textile yarn prices weren't changed by either suppliers knocking on the P.A.’s door than ever 
company. before, salesmen can be a big problem. If 

—_P als P.A.’s see all of them, there’s little or no time 
& TRAFFIC COST CUTTING One sidelight to get their other work done. If they don’t see 
them, they’re bound to suffer from bad vendor 
relations and may miss out on some money- 
saving suggestions. Whirlpool Corp. has solved 
the problem by scheduling calls of old-line sup- 
pliers. The result: 1) more time to spend on 
other phases of the job and 2) suppliers are 
called only when needed while, at the same time, 
being reassured they won’t lose out to compe- 
titors by cutting down their calls. 


of the recession—P.A.’s are finding that now, 
more than ever, it pays to shop around. Ex- 
ample: a New England company had been buy- 
ing diethylene glycol in tank trucks equipped 
with a pump and hose to empty the truck. To 
cut his freight bill, the P.A. contacted local 
carriers to see if they could make deliveries 
any cheaper. He learned from one that the 
glycol could be reclassified at a lower freight 
rate if he purchased his own pump. So the 
>A. bought the pump, changed carriers, and a mn eres 
: now saving his Salanaae a considerable - CUTTING MRO COSTS—With manage- 
amount of money. ments putting increased pressure on cost cut- 

: ; ting P.A.’s are beating the bushes to come up 
& WHY BUSINESSES FAIL — Unbalanced with money-saving ideas. Here’s one that many 
experience—including lack of purchasing know- are using to cut MRO costs on small items like 
how—was responsible for 17.3 per cent of the pipe plugs: Issuing blanket purchase orders 
manufacturing business failures last year. and standardizing parts. Some P.A.’s have been 
Broken down into apparent causes, inventory able to report savings of 10 to 25 per cent as 
difficulty caused 5.8 per cent of the failures 


a result. 

and excessive fixed assets were blamed for 

9.3 per cent. > COLLAPSIBLE TUBES GAINING — Col- 
& COPPER TUBING DOWN—Revere Copper lapsible metal tubes are being put to more uses 
and Brass and Phelps Dodge announced price by P.A.’s. According to latest figures, ship- 
cuts for copper tubing, citing foreign compe- ments of these tubes to industry showed a 
tition as the reason. Phelps Dodge also said rise in the first two months of the year over 
it was cutting its Arizona production 20 per the same period last year. Among some of the 
cent—the fifth production cutback within 18 ~- industrial uses: rubber cement, glues, paints 
months. and pigments. 


A call for positive thinking during the recession has 
been issued to purchasing agents by Sinclair Weeks, 
Secretary of Commerce. “The economy’s progress 
from this point on depends on what both government 
and private individuals and groups do now,” he says. 
“Increase confidence—not weaken it. Curb living costs 
—not stimulate inflation. Spur economic growth—not 
stunt it. Make jobs—not destroy both jobs and job 
opportunities.” The Secretary also declares that “‘in- 
creased employment will come from a_ growing 
economy, made strong by the confidence of consumers, 
businessmen, farmers, workers and other private 
sectors.” 
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For things like 
lampshades, room divid- 
ers, decorative panels, 
place mats, coasters, pic- 

ture mats, trays. 


(Start you 
thinking ? ) 
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New Decorative Plastics use 


PAPER MADE 
OF GLASS 


Translucent beauty of versatile new 
plastics made by Polyplastex United 
of Union, N. J. 
kind of glass reinforcing material... 


comes trom a new 


made on a paper machine. Riegel 
supplies this new material, Glascel*, 
which Polyplastex impregnates with 
various resins. The result is Parglas 

materials with 


and Polylux*, two 


unlimited design possibilities. 


Electrical Grades, Too: Riegel Glas- 
cel-E* saturating paper has proper- 
ties, when impregnated, for jobs like 
tube winding, electrical laminates, 
printed circuits and other electrical 
parts. 


.ask for sam- 
ples. Write to Riegel Paper Corpor- 
ation, P.O. 250, New York 16, N. Y. 


*™ 


Get the facts today.. 


ame 


ae 


| : _ Now. what can we do for yo 


MG PAPER 
BRIGHT & STRONG 


for interleaving, wrapping, 
laminating, coating, 


and a host of industrial uses 


Here’s a family of machine-glazed 
papers now brighter, whiter, cleaner 
and stronger than you ever thought 
a low-cost, general-purpose paper 


could be! 


Its high strength often permits use 
of lighter weights (hence lower cost) 


than you have used before. 


Write today for samples and further in- 
formation. Riegel Paper Corporation, 
P. O. Box 250, New York 16, N.Y. 


THREE TYPES AVAILABLE — bleached 
or unbleached — plain or printed 


_—_—_— 
ab _-— = = a, 


ff 
// SUPER 
1 SMOOTH 
MG 


Tie 


for mounting, N 
laminating, coating, ‘ 
printing. Typical use: 
laminated with foil 
in flip-top cigarette box. \ 





\ 
T 
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for wrapping or 
interleaving a wide variety | 
of products, 1 
and for waxing. 


UTILITY 
MG 





can be 

tailor-made for you 

in weights from 15 to 
28 Ibs. with sulphate or 
sulphite pulps or 
special blends. Colors 
available on special ! 
orders. Relatively 

low making order 
requirements: 
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‘NEW RELEASE 
'& SEPARATING 
PAPERS 


solve “sticky” problems 


Riegel now has a big new family ot 
strong separating and release papers 
designed to protect, yet peel easily 
from pressure-sensitive adhesives, rub 
ber compounds, vinyl, asphalt, pitch 
. practically anything sticky. 


j Look for these uses in your company : 
| Protective backing for pressure-sen 
| sitive labels, shingles, floor tile, or 
| double-faced transfer tape. 

| Interleaving for tacky rubber or plas 
| tic, calendered sheet or proofed stock, 
| laminates, camel-back, pre-forms 

| Combination supporting web and 
| interleaving for curing rubber or 
| plastic sheet. (High tensile, heat-and 
| moisture-resistant Riegel papers go 
| right through the curing ovens of 
| vulcanizers! ) 

| Casting papers for plastics. 

l Container liners for hot-poured as 
| phalt and glues. 


| Riegel Separating and Release Papers 
are provided in a variety of standard 
grades ... or can easily be “tailor- 

j made” to your specifications. Write 
today for working samples. Riegel 
Paper Corporation, P. O. Box 250, 
New York 16, N. Y. 
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TECHNICAL PAPERS FOR INDUSTRY 
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Regional Roundup 


Signs of Business Pickup in New England 


Sales of consumer durable gos ntinue depressed, while sales of soft 
goods hold up well—only a litt a year ago—in this area. Out-of- 
town stores continue to show wi ng gains in the Boston region as com- 
pared with downtown stores NEW 
The employment picture is taking on a slightly brighter hue, with ini- ENGLAND 
tial-claims for unemployment compensation in Massachusetts now at the 
lowest point since November. Part of this improvement is seasonal, but 
yains of any sort are welcome these days. Many new construction jobs are 
opening up 
New England manufacturers plan to spend $595 million for plant and 
equipment in 1958, according to the Federal Reserve Bank of Boston, a 
24 per cent drop from the record-breaking figure for 1957. 
The survey shows that 52 per cent of the plant and equipment expendi- 
tures by Massachusetts manufacturers will go for replacement rather than 
expansion, a reversal of the trend of recent years. Only in durabe goods 
industries will expansions exceed replacements. 


Steel Showing Strength 


Steel, the backbone of Pittsburgh's economy, played a major role in 
brightening business skies over the area during May. 


MIDDLE 
ATLANTIC 


The steel operating rate has climbed to 56 per cent of capacity, several 
points above the national average. Mills are calling men back to their jobs. 
Crucible Steel Co. announced that.its No. 1 blast furnace at the Midland 
Works, idle since April 19, has been “blown in.”’ And Jones & Laughlin 
Steel ( orporation’s backlog of ur shippe d orders has increased 16 per cent 
since April 30. 

Steel scrap prices were { » have increased by $1 to $3 a ton. 
Some mill buying of No avy melting material was said to have oc- 


curred at $33 to $35 a ton, $32 mark of the past month. 


Southeast Highly Optimistic 


Rising above moans over the depression are statistics which show the 
seven-state Southeast region is booming with new and expanded indus- 
tries. The flow of capital shows no signs of decreasing. Beyond any doubt, 
some of the nation’s greatest economic opportunities are to be found in 
Alabama, Florida, Georgia, Mississippi, Tennessee, North Carolina and 
South Carolina. 

Many residents of the Southeast are now combining farming with in- 
dustrial jobs. The attraction of topflight industrial management personnel 
has enriched civic life. And more Southern youngsters are content to stay 
home. 














Extruded Shape 
Formed and Flash 
Butt-Welded... 
the Low-Cost Way 
to Make this 268 Ib. 
Stainless Steel Ring 


NEW PRODUCTS 
catalog 


Welding can form 


For More Information 





By using extruded or mill-rolled shapes and flash butt- 
welding, American Welding can frequently help cus- 
tomers slash production costs of their circular products 
over other methods of manufacture. Savings in expen- 
sive metals are substantial, plus sizable reduction in 
machining time. And where some of the more difficult 
metals to weld — such as titanium, aluminum, zircon- 
ium, stainless and heat-resistant alloys — are required, 
American Welding has the special knowledge and equip- 


ment to do those difficult jobs to your specifications, 


The use of flash butt-welded rings, bands, and assem- 
blies has saved millions of dollars for jet engine manu- 
facturers .why not investigate what economies it can 
mean to you. If it's circular and of metal — call American 


Welding first! 


CATALOG AVAILABLE. 


the n 


Write today for < 
Ameri 


page 


illustrating any type f rcular products an 


weld and machine for you 


AMERICAN WELDING 


THE AMERICAN WELDING & MANUFACTURING CO. 


460 DIETZ ROAD * WARREN, OH!IO 
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Regional Roundup 


Midwest Bears the Brunt 

According to the Federal Reserve Bank of Chicago, the Midwest has 
borne the brunt of the recession “largely because of the statistical impact 
on the entire area of Michigan’s automotive and Indiana’s steel centers.” 
Unemployment claims in those two states corroborate that statement—the 
increase over a year ago is more than 175 per cent. 

However, some companies in this area are continuing to expand. Ceco 
Steel Products Corporation, for example, borrowed $11 million to build a 
new bar steel mill at Lemont, Ill. The mill means increased production of 
structural steel items, like concrete reinforcing bars, beams, metal lath, 
steel sheets and roofing. 


Good Signs and Bad 


Whenever Southwestern businessmen gather, a debate ranges as to 
whether or not business is picking up. On the affirmative side, residential 
construction continues at a pace near the record year of 1954. Southwest 
employment figures are at a record level and new claims for unemployment 
compensation have dropped dramatically in Texas. 

The oil industry, though, takes the negative side. While they hope for 
better business in the second half (when their huge surplus stocks should 
be lowered), most oil companies are resigned to small decreases in net in- 
come. View of most department store officials is that “it hasn’t been as 
bad as it could have been.” 

But ranchers and farmers here foresee a record year. Washed by a boun- 
tiful winter and rainy spring, ranges continue in excellent condition. The 
success of cotton and small grain crops are another reason for the smiles 
on the faces of the farmers. 


Slump Continues in Northwest 


Ae? 


The Northwest, in general, is still on the downslope of the recession. 
Rayonier, Inc., closed its Port Angeles, Wash., cellulose pulp mill, on the 
heels of shutting down their Hoquiam fine paper mill. Umpqua Plywood 
Corp., Roseburg, Ore., closed their mill for an “indefinite period”. And the 
ICC put a freeze on the proposed railroad rate reductions that woud have 
applied to Oregon lumber shipments. Rumors stress the possibility that 
Northwest governors may ask special emergency measures from the 
Capitol, before conditions get completely out-of-hand. 

Threat of a major aircraft industry strike in Southern California is 
now over—for the next two years. But even though Lockheed, Convair, 
North American and Douglas have signed new pacts, some of the medium 
sized firms, along with subsidiaries of the majors, are either struck or 
waiting for a walkout. Rheem Mfg. Co’s aircraft division in Downey, Calif., 
which makes aircraft and missile parts, is being picketed by the United 
Steelworkers. The IAM has walked out of Convair’s Pomona plant, which 
turns out Tartar and Terrier missiles. 

There’s news in shipping for electronics manufacturers. Republic Van 
and Storage, Los Angeles, has made an agreement with another California 
shipper, Consolidated Freightways, Inc., Menlo Park, to form a nationwide 
service with 124 company staffed offices and 500 trucks. They will move 
electronics equipment as well as household goods. 


» 
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People 

buy 

Scott Towels 
for 

many 


reasons: 





Mr. Ray H. Anders, Director of Purchases, Sun Oil Company, says: 


“Scott Products have great public acceptance... 
so most Sunoco stations buy them!” 


Public acceptance of Scott products is an im- 
portant factor to Sun Oil Company. Says Mr. 
Anders: “We don’t buy on price alone. Our 
employees—and our customers—/ike Scott 
products. This means happy employees, and 
better service to the public through Sunoco 
service stations!” Sun Oil uses Scott products 


at the main office in Philadelphia, in district 
offices, and in other factory-owned divisions. 
Mr. Anders points out that the choice of paper 
is a voluntary purchase by each independent 
Sunoco dealer. And the great majority of 
Sunoco stations buy Scott because they know 
the public is very familiar with Scott quality! 


Your Scott distributor is in the Yellow Pages under ‘‘Paper 


SCOTT PAPER 


Towels."’ Call him today. And be sure to watch ‘Father 


Knows Best’’ on NBC-TV. 


Scott UHA Towels Scott Multifold Towels 


Scott Singiefoid Toweis 


ScotTissue 
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How Do Supplier Price Cuts 
Affect Buying Decisions? 


It's no secret that the industrial purchasing agent has a tremendous influence 
on the business cycle. But no one is quite sure how his buying plans change 
and what effect price cuts by suppliers have upon him. To find out, we surveyed 
a representative group of purchasing executives. The results, which follow, were 
so interesting that they were presented by a leading economist to the Joint 


Economic Committee of Congress. 


Bought more 





Bought less 





1. How have price cuts by sup- Bought 
pliers affected your buying plans? sooner 





Postponed 
purchase 





No change in 
buying plans 


Shift to new 
source offer- 
ing lower 
price 





s Shift per cent 
2. How have price cuts affected of business 
your supplier relationships? given each 





supplier 


No affect on 
supplier 
relationships 








3. When a new source offers a 
lower price, do you normally call 
your existing supplier and give 
him a chance to match it? 
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An unusual polyvinyl chloride compound 


Polyvinyl chloride (PVC) compounds 
have been widely used in the wire and 
cable industry. These compounds have 
many useful properties and have found 
wide application as insulations and 
sheaths. These properties and applica- 
tions were discussed in Current Trends 
No. 4, entitled “Progress Report on 
Polyvinyl Chloride Insulations.” Like 
most materials, the conventional PVC 
compounds have limitations, and there 
are many applications where these 
weaknesses have prevented taking full 
advantage of the good features. This 
liscussion is about a special PVC com 
pound, which was designed and devel 
oped in an effort to incorporate into a 
single compound as many desirable 
properties as possible. Known as Syn- 
thinol 901, this compound was devel 
oped in the laboratories of the Rome 
Cable Corporation, Rome, New York. 
Today Svnthinol 901 is being used as 
insulation and sheath for wires and 
cables in many applications where con- 
ditions of installation or use require 
properties not to be found in conven- 
tional PVC compounds. 











LORIE ON WIRE 











Graph shows heat deformation vs. tempera- 
ture, and compares Synthinol 901 with con- 
ventional Type TW compounds. Test run in 
accordance with Underwriters’ Laboratories 
standard procedure, except for temperature. 


Shortly after World .War II, the 
Underwriters’ Laboratories established 
the need for a PVC insulated wire suit- 
able for wiring appliances where an 
operating temperature rating of 105 C 
was required. Rome Cable laboratory 
attacked the problem of developing a 
PVC compound to meet U/L require- 
ments. The laboratory was also given 
a list of desired additional properties 
for incorporation into this compound. 
This project assignment was completed 
in 1949, at which time Rome Cable 
introduced Synthinol 901. Since 1949 
this compound has provided the solu- 
tion to a rather impressive list of tough 
wiring problems. 

True, there are many 105 C PVC 
compounds available today; there are 
likewise compounds available which 
possess one or more of the individual 
properties on the list describing Syn- 
thinol 901. What is unusual is that here, 
for the first time, was a single PVC 
compound which possessed all of these 
superior properties and which also re- 
tained all of the properties found in 
conventional PVC materials. 

Rather than presenting data and 
charts, it is believed that the practical 
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value of this compound is better illus 
trated by relating a few of the concrete 
results of eight years of continuous 
work with users who have had difficult 
problems. These case histories are all 
a matter of record. 


1. Oil refinery, industrial and 
chemicai plant wiring. 


Plant and oil refinery engineers had 
long used Type TW for plant wiring. 
Results were good, but too often the 
heat deformation characteristics of con 
ventional TW caused trouble in warm 
locations. Since one of the outstanding 
properties of Synthinol 901 was _ its 
superior resistance to deformation, this 
material was tried, and soon became 
widely used because of its much better 
record in service. During several vears 
of experience Synthinol 901 proved to 
have chemical and solvent resistance 
so superior to conventional materials 
that it came into wide use where this 
resistance was needed. In these indus 
trial applications, which are not under 
the jurisdiction of the National Elec 
trical Code, the higher temperature 
ratings have made possible appreciably 
higher current carrying capacities, with 
consequent savings. 

In chemical plant wiring the cor- 
rosive action of chemicals and solvents 
has always been a tough problem. Al- 
though PVC has inherently better re 
sistance to chemicals and solvents than 
many other materials, engineers de 
sired further improvement. One user 
ran'a series of long time tests with 
samples immersed in various solvents, 
acids, and alkalis. The results clearly 
showed that Synthinol 901 would give 
longer life than other PVC compounds, 
when exposed to these chemicals. 


2. Oil-filled transformers. 
Transformer engineers have long been 
searching for a cable construction to 
replace the varnished cambric-insulated 
cable used for high voltage and tap 
changer leads in oil-filled transformers. 
One transformer manufacturer, encour 
aged by successful experience with 
Synthinol 901 in other applications, 
began a comprehensive study of this 
insulation in lieu of VC on these high 
voltage leads. In operation these leads 
are immersed in the transformer oil at 
elevated temperatures. This test pro- 
gram extended over several years, and 
included evaluation. of almost every 
conceivable effect of Synthinol 901 on 
the life and performance of the trans- 
former. These engineers came up with 
the following reasons for standardizing 
on Synthinol 901 for this application: 
1. There was less sludge in the oil than 
when VC insulation was used. 
2. There was no harmful degradation 
of electrical properties of the oil. 
3. Conductors ran cooler when insulated 
with Synthinol 901, permitting a 7%, 





No. 10 ina series of articles 


increase in current rating of the lead 
cables. 

1. The use of Synthinol 901 in lieu of 
VC afforded substantial dollar say 


ings 


3. Coil Leads. 


Many manufacturers of small coils for 
use in electrical and electronic com 
ponents had tried for vears to use PVC 
insulated lead wires in their manufac 
turing operations. These coils, with 
leads attached, are put through a var 
nish or wax impregnation followed by a 
baking evele. The baking evcles ma‘ 
be as long as 16 hours at temperatures 
as high as 105 C. In a great many of 
these cases PVC insulated lead wires 
had given trouble due to shrinkage, 
cracking, and stiffening during the im 
pregnation and subsequent baking 
Here is an application where Synthinol 
901 has been doing an almost faultless 
job. After nearly eight vears of wide 
usage, there has been no case of shrink 
age, cracking, or stiffening of insulation 
reported where Synthinol 901 has been 
used in this application. 


4. Panelboard wiring. 
For many years panelboards and 
switchboards have been wired with 
Type TA wire. This wire has a layer 
of asbestos over a primary insulation 
of PVC. The asbestos has been used 
as a protection against the heat defor 
mation which was known to occur at 
sharp bends and points where wiring 
was held under clamps. Transformer 
and machine tool manufacturers have 
found that the superior resistance of 
Synthinol 901 makes the asbestos cover 
ing unnecessary. In this application, 
for additional safety, the insulation 
thickness is normally |,” heavier than 
standard. These manufacturers have 
found Synthinol 901 to be an economi 
cal solution to their particular needs. 
These case histories are only a few 
of the applications where this unusual 
compound has served well. Synthinol 
901 has been proven by test and actual 
use to be superior to conventional PVC 
compounds in the following ways: 


. Suitable for continuous operation at 
higher temperatures. 

. More stable under severe heat cy 
cling. 

. Suitable for continuous immersion 
in hot transformer oil. 

. Superior resistance to chemicals and 
solvents. 

. Greater resistance to heat deforma 
tion. 

All of our experience and knowledge 

in this field is available to you. If you 

have a wire and cable problem where 

you think Synthinol 901 might prove 

useful, why not let us help you? 


ROME CABLE CORPORATION, Rome, New York 
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Unsatisfac- 
tory service 








Poor deliv- 




















4. Under what circumstances ery record 14.3% 
would you not give supplier a 

chance to meet a lower bid by a Sub-standard 

competitor? quality 21.4% 





performance 





Other rea- 
sons cited 





No 





Higher trade 
discount 
terms 



















Other 
5. Have price reductions been techniques 

_ offered to you recently in any un- (including 
usual forms? extension of 

quantity 7.7% 

discounts, 

free delivery 

service, 

elimination 

of set-up 

charges, etc. 








22.1° 
6. Do you expect further reduc- Yes To 


tions in the next three months on 
items on which you've already 
secured price cuts? 


C 











Signal 
to buy 2.7% 
immediately 








7. During a business downturn, Hold off 
how do you regard the first price purchase if 22.8% 
cut on an item that you buy? possible 



















No change 
in buying 
plans 





74.5% 






8. Which of those items on which 
you've already obtained price 
cuts do you expect to cost less in 
the next three months? 


Among the commodities indicated were various 
non-ferrous metals, forg:ngs and castings, cartons, 
paper, fuel oil, abrasives and plastics. 
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MAKE IT FASTER, SURER 


GREATEST COVERAGE. Direct one-carrier service 
to more leading markets than any other airline provides 
greater speed en route! 


MOST FREQUENT. Greatest number of departures 
—over 1000 daily—assures fast forwarding and minimum 
terminal time! 


MOST EXPERIENCED. Largest, most experienced 


personnel force and most modern facilities mean careful 
handling, prompt service! 


SPACE ASSURED. All modern fleet of 207 aircraft 
assures you of immediate space for your shipment when 
and where you need it! 





“MIR fr ag hter 


GHICAGO « 





AMERICAN AIRLINES AIRFREIGHT 


menicas leading —As 
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Special Industry Report: 


How Does the P. A. Respond 
to Price Cuts? 


The industrial purchasing agent is a key figure in our economy. 


His responses to economic changes affect our entire economy. 


Here. a well-known economist analyzes the P.A.s buying habits. 


EDITOR'S NOTE: Thi 
PURCHASING Magazine 


prepared for 
Oxenfeldt of 
Columbia University. It ;$ an analysi f thi month 
PurRCHASING Opinion Poll which appears on page 15 of 
this issue. The poll wa by rofessor Oxenfeldt in 
1 study of buying habits in period of recession which 


he made for the Joint Economic Committee of Congres 


 s 

,; OLLEGE ECONOMICS courses stress the 
idea that when sales fall off, prices should drop 
Lower prices are, in turn, supposed to be the 
stimulus to buying that brings recovery from re- 
cession. So it’s not surprising that many members 
of government, from the President on down, have 
called upon business men to reduce prices and 
thereby speed business revival 

But the results of PuRCHASING'S Opinion Poll 
(see page 15 of this issue) raise very serious 
doubts about the effectiveness of price reductions 
as a stimulus to business recovery. In fact, the 
poll suggests that price cuts may even cause the 


business situation to deteriorate 


Tough Buying Decision 
Wholly apart from the question of recession 
cures, price cuts pose a pressing problem for 
purchasing agents. They must decide whether 
to increase volume of purchases when a supplier 
reduces prices or, by cutting back on purchases, 
force further price cuts. They’re also faced with 
the problem of determining what inventory policy 
is most appropriate to the existing state of 
business. 
The poll reveals a high degree of uniformity in 
- response of P. A.’s to price cuts made in the last 
nine months. Apparently P. A.’s are not 
(1) Speculating in inventory 
(2) Letting inventories run down much below 
normal levels (in relation to sales) in the hope 
of future lower prices. 
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There is, of course, also the seller’s point of 
view to be considered in the problem of pricing 
in a period of recession. To price intelligently, 
suppliers must understand buyers’ responses to 
price reductions during recession. It’s certainly 


MOST PA's DON'T RESPOND T TS BY BUYING MORE 


pointless to reduce prices if sales aren’t thereby 
stimulated. On the other hand, if price cuts are 
what are needed to keep factories operating, it 
certainly pays to make them. 

Responses to the poll suggest that price cuts 
don’t pay. Sellers can gain little and risk sub- 
stantial loss when they reduce prices when busi- 
ness falls off. One can only conclude that the 
price reductions that have been made are the 
result of bad planning on the part of suppliers or 
were forced by severe financial troubles. 

Both buyer and seller benefit, of course, by 
any measures that help end the recession. Al- 
though buyers certainly benefit from price re- 
ductions, they don’t increase purchases as a 
result. Therefore, evidence provided by the poll 
‘indicates that sellers would be wise to resist price 
reductions during a recession and that the 
economy would gain little if prices were cut. 

The PurcHAsinc Opinion Poll is the first 
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Where are we? 


How’s your geography? Can you spot where you are on the 
maps? If you’re a little rusty, you’ll find the answers listed in 
the box at the right. 

The point of this geographical guessing game is to illustrate 
that there’s no guesswork involved in locating where we— 
CHAIN Belt Company —are located. In all the cities illustrated 
on the map sections above, you will find either a CHAIN Belt 
plant, warehouse, sales office or distributor. You will find them, 
too, in every principal city throughout the United States and 
the world...a strategically located network of trained special- 
ists within easy reach of your requirements. We’re as close as 
your telephone directory! 

Your local CHAIN BELT man or distributor is ready to 
help you with your problems involving chains, sprockets, 
roller bearings, bucket elevators, belt idlers, flexible couplings. 
CHAIN Belt Co., 4670 W. Greenfield Ave., Milwaukee 1, Wis. 
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Special Industry Report: 


systematic attempt to get information on the vital 
problem of how industrial buyers respond to 
price cuts during a period of recession. Here are 
some of the highlights of that poll 

Price Cuts Since July, 1957—Respondents 
listed items on which they had received price 
cuts in the previous nine months. Over 57 per 
cent of them had received more than one price 
reduction. Most reductions were small ones. Most 
frequently mentioned were reductions in the cost 
of steel. (This suggests that mills are now ac- 
cepting some smaller orders previously handled 
by warehouses.) Copper, brass, packaging, and 
paint were also mentioned. In general, however, 
the price cuts covered a wide variety of items 
and rarely did they have a significant effect on 
the over-all operating results of the respondents 

Changes in Buying Plans—Over 80 per cent of 
the respondents stated that price reductions had 
no effect on their buying plans. Not only did price 
cuts fail to induce P 


rarely Was the price utter able to get much busi 


A.’s to buy more but only 


ne away from his competitors. In more than 
two out of three case re pondents gave thei: 
existing sources a chance to match the lower bid 


ol a new source 


Thi practice is p obably more ignificant than 
even these figure iggest since buyers are most 
likely to follow it on large and important order 
In many cases, a price cut by a competitor pro- 
vides the justification a buyer needs to drop a 
ource which has done a poor job on quality o1 
delivery 

Who Are the Price Cutters? The survey ex 
ploded one rather popular ‘myth—namely, that 
price cutting is usually done by the smaller, 
newer, more marginal firm. The fact price cut 


aren't usually touched off by the “alley shops.” 


‘ +} . f 4) +} { ‘ 
In two-thirds of the cases ne fil price cut 


made by an old established firm As to size, 38 


pel ent of the price cutte1 were classified as 
“large,” 44 per cent a “med im-sized,” and only 
20 as “small.” 

One explanation for these surprising results is 


that early in a recession, there’s considerable 


price discipline. When reductions are made, 
they’re initiated by the largest or most influential 
firm in the industry rather than one of weak 
sisters. Such price cuts represent reasoned de- 
cisions by management that lower prices are to 
the best interests of the industry. Apparently 
only rarely are they bold attempts to steal the 
other company’s customers or desperate acts by 
companies that are in trouble financially. 

The failure of purchasing agents to respond to 
the classical law of supply and demand and buy 
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more when prices are reduced is explained by 
other information revealed by the poll. Almost 
25 per cent of the respondents expect further 
price reductions during the next three months on 
items which have already been cut. Almost one 
in four regard the first price cut during a period 
of recession as a signal to cut back purchases not 
to buy more. The overwhelming majority, how- 
ever, wouldn’t change their buying plans at all. 

Price reductions—even though they don’t 
cause buyers to buy more—do have a significant 





WHICH FIRM IS THE PRICE CUTTER ? 






“4 COLLOSSAL INDUSTRIES INC. 





ALLEY SHOPALS|) | — 














effect on supplier relationships. In about 22 per 
cent of the cases, the buyer will shift to the new 
source offering the lower price. In 24 per cent of 
the cases, the buyer will shift the percentage of 
business he gives each supplier when one source 
cuts prices. In over half the cases, however, sup- 
plier relationships weren’t affected by price cuts 
Apparently if a supplier is good enough, he 
doesn’t have to match the price cuts made by a 
competitor in every case 

Thus price cuts do not seem to be the answer 
to the recession troubles of either the economy 
Purchases are 
governed more by production schedules and 


or the individual businessman. 


over-all inventory policies and are relatively in- 
sensitive to price changes. But price cuts have 
probably been more prevalent in the last nine 
months than the official indices show even though 
the price reductions have been scattered and re- 
latively small. 

This situation may not prevail indefinitely, 
however. If the struggle for shrinking markets 
becomes more intense, the placid pricing situation 
revealed by the poll may well be completely over- 
turned. But the survey findings do indicate what 
we can expect in the early stages of future 
recessions. 





What you should know about 


“manufacturer’s joints” in Union Bores. 


Which corner of a box 


- 
ie : 


Sy 4 


Ore corner is more important than 
the rest: where your corrugated shipping 
container is held together. This “hinge’’, 
or manufacturer’s joint, often holds the 
key to your box’s performance. 

As the illustrations show, manufacturer’s 
joints comprise three basic types: taped, 
stitched, and glued-lap. Each does a special 
job. Knowing which to use, and when, calls 
for a detailed analysis of your product and 
how it will be shipped. 

Union Box engineers will be glad to 
make such a study for you. This is part of 
Union’s complete structural design service. 
These fundamentals, however, are excellent 
guides: 





Many shippers 

prefer tape 

Tape is generally gum- 

backed, reinforced kraft 

paper or cloth, having high 

tear strength, especially in 

the lengthwise direction. Tapedvoint 
Tapes are 2, 2!4 and 3 tala 
inches wide and come in varying grades 
depending on degree of strength required. 
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Advantages: no projections. In stacking, 
boxes lie flat, rock less. Also, entire in- 
terior area of box can be used. The taped 
joint is continuous, too...seals out dust 
and dirt. And it® folds to make a true 
box corner. 

On the other hand, tape is frequently 
more expensive than other manufacturer's 
joints. It can be adversely affected by 
moisture also. In some cases, tape ‘may 
interfere with printing. 


The sturdy stitch 
Frequently used for heavy items like canned 
goods, this joint uses steel staples driven 
from the outside of t 
panel. It is probably the 
strongest “‘hinge’’, gives 
the most positive closure, 
and is not affected by mois 
ture or cold. It is usually 
the least expensive. 
Stitched Joint 
The closure, however, is tside) 
not continuous. And, since the metal 
stitches may protrude inside the box, this 
joint is normally not recommended for 
fragile and prone-to-scratch articles. 


should you examine first? 


The diagonal stitched joint shown 
is a typical arrangement. Others 
include vertical, horizontal, and double 
stitching. 


Glued lap...the versatile joint 
Flap may be adhered either to the inside or 
outside of the box, and to the end or side 
panel. Inside-flap gluing is the most pop- 
ular. It is the only joint which leaves a 
completely uninterrupted exterior printing 
surface. 
Like the taped joint, the 
glued lap joint is contin- 
uous... forms a true fold. 
Performance under adverse 
moisture conditions is 
questionable. Also, inside- 
lap does not give 100°) Glued Lapvoint 
clear inside-packing area. nside 
Take full advantage of Union's accumu- 
lated knowledge in constructing and 
recommending manufacturer's joints for 
shippers in every industry. Consistently 
well-engineered features such as these offer 
the surest protection for your product and 
your shipping investment. 


Write for Union's free, informative booklet ‘Manufacturing Corrugated Boxes.” 


UNION BOXES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7,N.Y. 


Factories: Savannah, Ga 


; Trenton, N.J.; Chicago, Ill.; Lakeland, Fla. 
Saies Offices: Hustern Division—1400 E. State Street, Trenton, N.J. 


Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla, 
Western Division—4545 W. Palmer, Chicago, Ill. 
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REDUCE HANDLING 
BREAKAGE... 


your multiwall bags 
stack higher, safely... 
look more distinctive... 
stay clean longer... 


thanks to... 


yYto 


"REG. T.M. MONSANTO CHEMICAL C 


Safe slip-resistance added by Syton lets you stack 
bags higher for faster handling . . . saves floor space... 
helps avoid spills and breakage. Why not specify 
multiwall bags coated with Syton? 


Smooth paper coated with Syton prints sharp and clear. 
Makes your product package stand out from those 
printed on rough Kraft. Appearance is more 
favorable, identification easier. 
For Complete Information 

direct all Inquiries to: 
Paper coated with Syton keeps your package looking 


: ; Monsanto Chemical Co, 
its very best ... resists soil . . . reduces chance of 


; Inorganic Chemicals Div. 
product contamination as bags are emptied. Technical Service Dept. 


NSANTO CHEMICAL COMPANY + INORGANIC CHEMICALS DIVISION+LINDBERGH AND OLIVE ST. ROADS +ST. LOUIS 24, MISSOURI 


Where creative chemistry 
works wonders for you. 
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Washington Report 





siderable bargaining on price, 


Government Expects Business cams Bacietare da sac 


tress selling. 


Pickup to Start in Six Months Components Suffering 


( y¥ OVERNMENT VIEW 
ometime in the next six n 
business will pick 

months will be bottoming-« 
riod—no big change 

Fall will bring buyin; 

the market. 


Government 


watching closely fi 
metals. Buyers, they 
been living on a hand-to-1 
basis 
For example, in copper buyer 
normally placed orders with bra 
or wire mills with a lead time of 
30 to 45 days. Now, the buyer 
calls for immediate delivery 
The copper problem is cleat 
Supplies are ample, and price 
have been falling. Until there 
a firm floor on price, there 
incentive to buy ahead 
Stocks of refined coppe1 
refinery are ata very high 
Ore production ha 
a substantial rate. It 
many high cost mines 
closed down, but there hi: 
a step-up in output fron 
' 


cost sources 


There is the belief among somé 
brass and wire mill spokesm« 


that the market is firming. Mi 


1] 
customers, they report, are ope 
ating on minimum inventorie 
are beginning to do some forvy 


buying 


Same for Aluminum 

Outlook in aluminum has the 
same overtones -as copper. Pro- 
ducers have considerable inven- 
tory. Fabricators are on a hand- 
to-mouth basis. 

Analysts see problem in alumi- 
num as somewhat different. Prob- 
lem in the past has been shortage 
in capacity. Engineers and design- 
ers have been leery of using alu- 
minum because availability was 
not assured. 
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In the general industrial com- 
ponents field, industry spokes- 
men, point out that in all in- 
stances business is down from last 


year. Component manufacturers 
designs have been devel- 


‘alling for as much as 9,000 
pounds of aluminum in a house 


who supply the auto and appli- 
ance industries report shipping 
volume is between 25 and 30 per- 
Army has been working with use 


{ ] 


cent off from a year ago 
aluminum in bridge construc- 


Producers of fasteners reported 
their volume 10 to 15 percent be- 
low last year; anti-friction bear- 
to government estimates, have off about 8 to 10 percent; 


Aluminum producers, accord- 


ings 
been operating at between 70 to corvice tools, 5 to 10 percent be- 
75 ¢ , . . , 
‘ I capacit 
sd a Capackty hind year-ago levels. 


Th ? anc ff re’ . rove re. 
his means there's a large re In terms of inventory position, 


erve capacit y,ove > ana- 
serve capacity Government ana producers report that customers 


ts say market research and de- have squeezed their stocks to a 
point where any upsurge in pro- 
duction would bring them into the 
market quickly. 


velopment will create ample mar- 
ket demand for this capacity. 

Iron and steel reports show pro- 
duction rising—but buyers con- 
tinue to cut inventories. Problem Chemicals Doing Better 

largely in steel sheet—with no Chemical industry bears the 
other bulking of inventory re- charm of diversification in the 
ported. While there has been con- end use of its many products. Of 


Vice President Nixon gives President Eisenhower the two-minute signal 
before the President went on television at the Economic Mobilization Con- 
ference held by the American Management Association in New York re- 
cently. Mr. Eisenhower said he thought the business decline was slowing, 
put the damper on hopes for any tax reductions. Seated on the President’s 
left is Lawrence A. Appley, AMA president. 
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Stainless Steel Heads 


It pays to design and build equipment with this stock in mind. 


You don’t have to tie up your working capital in shell plates, 
S OC a y ar Son pipe and fittings while you wait eight or ten weeks for tank 


heads. You'll save money by using the less expensive stock 


sizes that are pressed, rather than odd sizes that must be 
spun. You also save time when you need stainless steel heads 
k ki . | for new construction or for emergency replacement. 
° eep your wor ing capita The Carlson stock is made up of ASME and Standard 
working flanged and dished stainless steel heads. They range from 10” 
O.D. through 72’’ O.D., in 6” increments, *\’’ through 
Gauge, in Types 304, 304-L, 316, and 316-L. All are fully 


> save you money annealed and pickled after forming to provide maximum 


corrosion resistance. Flanges can be machined to your speci- 


> give you prompt delivery fications in a matter of days 


In addition to maintaining the country’s largest stock of 
stainless steel heads, dies are available for pressing heads in 
other grades of stainless. Special sizes can be spun when 
required. To get all the facts on this unusual Carlson service 
write, wire or phone for complete information. 


— GOGARUSOM Jc. 


Folder includes lists of Dies for press form- Stains S tech Excbasively 


ing and information on flange machining. 
THORNDALE>: PENNSYLVANIA. 
District Sales Offices in Principal Cities 
PLATES « PLATE PRODUCTS « HEADS «© RINGS « CIRCLES * FLANGES *« FORGINGS « BARS and SHEETS (No. 1 Finish) 
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Discount practices are reported 
in efforts to stimulate business to 
keep plants running—even though 
costs of materials and high costs 
if labor do not justify such cuts. 


e Won't Do Much 
Business With Reds 


SOVIET boast that they could 
“buy us out of our recession” can 


be written off as propaganda. At 


the same time, the Russians are 
doing some serious shopping for 
equipment 

The Russians have their shop- 
ping list, but until they actually 
tart buying, there is no way of 
telling how much, and what terms 
f payments they are offering 
Offers come to the U.S. by way 
f West European agents rep- 
resenting U. S. equipment, or 
through U S 
tationed abroad. 


company agents 


Some _ half-dozen serious _in- 


juirie have been made about 
vailability of plant packages—in- 


cluding process, equipment, and 


technical know-how. Soviets want 
to buy synthetic fiber plants and 
chemical plants largely, 


1 


chemical 


petro- 


No Royalty Deals 
Arrangements to do business 
th the Soviets are hard. No 
U. S. process owner could afford 
to release his process to the So- 


ets on a royalty basis. There is 

a irance that the royalty re- 

quirements would be met, and no 
iy to check on amounts due 


West European countries have 
le aggreements with the 
U. S. S. R., which helps their ex- 


ports to Russia. This is against 
yur government’s policy. 

As a result, the only way that 

1e Soviets can do any real buy- 

from us is by paying cash and 


bviously they will only do this 
f they have no other source. 
Tre nd looks very much like the 
nmediat » post- World War II pe- 
riod, tithe n the Soviets talked 
ibout buying in large volume 
When it came to- actually making 
the buys, the volume was small. 
There were just too many prob- 










ANOTHER BIG 
REASON WHY YOU 
GET with a 





EXTRA SERVICE CONNECTIONS 
Most Cordiey bu 


serve a remote four 
are readily accessible 
convenience and efficiency 


Features 
that spell value 


@ Dual, mechanically-operated controls 
—power failure does not affect water 
flow. 

Extra service connections —for glass 
fillers and remote fountains 
Easy-to-clean pre-cooler—just a few 
strokes with a bottle brush. 
Uniform-pressure, splash-proof jet— 
for easy, natural drinking 
Contamination - proof — all coils 
bonded externally. 

7-point thermostat— maintains water 
at temperature most desired 


e@eeeee rx 


Generous five year Guaranty your 

assurance of long-term dependability 
Cordley Water Coolers 

Give You All The Advantages 


NOW AVAILABLE IN 
THREE DISTINCTIVE LINES 


| 
; 2 
| : 


| i 
; 


Compact Standard i Remote 
(Just 12” square j 





There's a Cordley Water Cooler for any 
drinking water requirement. Write today for 
complete information on each model plus 
data on new Cordley Hot and Cold Water 
Dispensers 


Ask for Catalog 58. 
Look for your 
nearest Cordiey Distributor 
in the Yellow Pages 


CORDLEY & HAYES 


443 Fourth Avenue, New York 16, N. Y. 


For More Information Write No. 169 
on Inquiry Card—Page 32 











Trace shipments—anywhere-easily 


and 


Want to know when goods 
re being shipped, how they’re 
oming, when they'll arrive? 
Pick up the telephone. It’s the 

quickest, easiest way to get in- 


formation you need. 


Loading problems or sched- 


ile changes can be handled 


BELL TELEPHONE SYSTEM 


quickly by telephone 


on short notice. Shipments can 


be diverted en route to meet 


new conditions, bottlenecks 


avoided mente all by telephone. 


Start using the telephone to- 
day to solve out-of-town prob- 
lems. It’s easy, low in cost. And 
it gets results. 





8 
Call by Number. It's Twice as Fast: \Q A 


28 


‘ti ae Fv 


| LONG DISTANCE RATES ARE LOW 
Daytime Station-to-Station Calls 


First Each Added 


| For example 3 Minutes Minute 
| Cleveland to Detroit 55¢ 15¢ | 
Oklahoma City to Dallas 75¢ 0g ~ | 
Baltimore to Boston $] 10 30¢ 
St. Paul to New York $170 45¢ 
Denver to San Francisco $170 45¢ 
Add 10% Federal Excise Tax 
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lems—too much red tape—a 
much on our side as theirs. Basic- 
ally, our systems of trade are so 
different, it takes more than just 
a few smiles to develop a sound 
working arrangement 


e Stress Aluminum's 
Role in Missiles 


Dow counr a n out 


nportant Mienae0r in mis- 
ota me spacecraft. So say Kaise1 
Corporation analysts, who clain 
that practically every part of 


trom nose cone to prope 





lant ilso most component 
he Dn ) aluminum 

H eats have post 1a threa 
( i ium i i i ito i 


Kaiser report that olid pro 


pellant missile fuel is made up of 
a very fine aluminum powder 
and encased in aluminum firing 
chamber 

Practically all of the missile 


used by the three services hav 
anywhere between 10 and 33 per 
cent of their weight in aluminum 

As missiles get into mass pro 
duction, the forecast is for greate 
use of aluminum. Reasons given 
are: (1) lowering non-payload 
weight—one pound saved is equal 
to a gain of 1800 feet in altitude 
or a mile in range; (2) cost of 
aluminum is less, and (3) there’s 
lots of it 


e Merger Trend 
Is Slowing Down 


M ERGER TREND is slacken-: 


ing off. Federal Frade Commis- 
sion, whose job it is to keep tabs 
on this trend, is at a loss to ex- 
plain why. Two possible explana- 
tions are (1) the mergers that 
were ripe have been consum- 
mated, and (2) in an unsettled 
period, there is a tendency to wait 
and see what happens. 


—By A. N. Wecksler 


JuNE 9, 1958 


HYDRAULIC OILS 


. ++ products of 








Houghton Makes Buying of 
Hydraulic Fluids EASY... 


WATER-GLYCOL FLUIDS—Houghto-Safe 


600 Series 


Meets requirements of up to8§%) of all hydraulic 
systems. Maximum fire protection with good 
lubricity at all normal operating temperatures. 


Used in catapults in Navy carriers. 


PHOSPHATE-ESTER FLUIDS —Houghto- 


Safe 1000 Series 


Available in three viscosities to meet the needs 
of systems running as het as 150°F., and where 

1ximum lubricity is needed for heavy bearing 
loads. Used in Navy carrier deck-edge elevators 








WATER-OIL EMULSION FLUIDS—Hydro- 


lubric F. R. 


Lower cost fire-resistant fluids—stable, afford 
good lubricity and provide adequate fire protec- 
tion where hazards are intermittent or remote 


The Houghton Man has a full range of fluids available— 
fire-resistant and regular oil-base fluids as well. The fluid 
he suggests will be the right type for your machines and the 
hazards in your plant. You can rely on it. The Houghton 
Man has no “axe to grind” for any one type. 


You can get the facts on fluids for the asking. Write E. F. 
Houghton & Co., 303 W. Lehigh Ave., Philadelphia 33, Pa. 
Do it today. 

















Ready to give you 
on-the-job service . . 
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“Fewer Production Rejects” 


“Fewer Lamp Burnouts” 
Since BASO RELAMPED with LUSTRA 


High levels of lighting intensity, with a minimum 


Mr. VERN Woba, Maintenance 
Foreman, reports on the 
Lustra advantages with 

which he has been particularly 
impressed. 


“Keeping production up and rejects down is natu- 
rally one of my prime concerns — and here at Baso 
we know the way to our objective is through better 
lighting conditions for our employees. With Lustra 
JadeLites, Warm Whites and other Lustra lamps 
selected for the job, we get lots of light with very 
little glare. Our employees have fewer headaches, 
less eyestrain. They work better—and we all benefit.” 


of 
of LUSTRA Lamps, which have been installed throug 


glare, are maintained in this r 


ihe company’s 3 plant 


Mr. Frep Jens, Baso's 


Assistant Purchasing Agent, 
tells why he likes to deal 
with Lustra for his 

lighting needs. 


hout a 


il 
’ 


“= 5 

7 
“Buying lamps in large quantities to fill all the fix- 
tures at our 3 big plants, we certainly keep a close 


eye on replacement costs. Over the last 4 years, 
we've been relamping entirely with Lustra, because 
we have found that lamp life is longer, burnouts 
fewer. Of course, we also appreciate the helpful sug- 
gestions we have had from the Lustra Lighting Spe- 
cialist — and the excellent delivery service he al- 
Ways gives.” 


Plant after plant reports similar advantages through the use of Lustra Lighting. It will 
pay YOU to get the facts on the complete Lustra line for every lighting requirement: 
Double Duty Incandescent and Fluorescent Lamps, Hi-Bay Reflector Lamps, Weather- 
proof Spotlites and Floodlites, Rough Service and Vibration Service Types, Industrial 


Infra-Reds, Fluorescent Fixtures. 


*Lustra Lamps are GUARANTEED for extra-long burning life. Find out how our GUARANTEE on 


our DATED Lamps assures this long burning life. 


Lustra Corporation, Dept. P6 


AMERICA’S DATED LAMPS 


SEND for complete descriptive literature. 


36 Washington Street, Brooklyn 1, N. Y. 


YOUR LOCAL LUSTRA 

MAN will be pleased to 

give you the benefit of his 
specialized experience on 
YOUR LIGHTING PROB- 
LEMS. He can show you how 
with LUSTRA DOUBLE-DUTY 
GUARANTEED DATED LAMPS 
you can “See more and save more.” 
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The Ludlow Line Protects Your Products Better 


test proves vapor-from-paper 
stops rust---saves money 





On January 6, 1950, a leading metals company encased a piece of mild steel in a 
new kind of protective packaging. It was Ludlow’s VPI* Wrap — a coated paper 
that gives off a rust-preventive vapor. On January 15, 1958 — eight years later 
the steel was unwrapped and examined. Here is the company’s report 
. .on its condition: 


“The condition of the specimen is excellent. There is no rust or tarnish appearance 
and the bright, shiny finish remains.” 


And the test was conducted in a corrosive, salt water atmosphere! Because VPI 
is so effective . . . and because it costs less than messy grease or slushing oils, 
the VPI packaging method has gained widespread acceptance for protecting 
metal products during storage (see picture) and in shipment. Send for booklet. 
VPI Wrap is typical of Ludlow’s job-tailored packaging products. Look to 
Ludlow for greater protection, lower costs and faster packaging. 


® Vapor rust preventive Conforms to U. S. Government's Spec. MIL P 3420 


LUDLOW 


PAPERS, INC. 


NEEDHAM HEIGHTS 94, MASS. 


Sales Offices in principal cities 


VPI-COATED PAPERS o GREASEPROOF PAPERS +» WATERPROOF PAPERS + POLY-COATED PAPERS « GUMMED TAPES « FEDERAL SPEC. PAPERS « GUMMED LABEL AND SPECIALTY PAPERS 





A 20-ton impact load... 14,400 times a day! 
Stanscrew Fasteners solve the problem 


Fastening the air cylinders on this tube former is 
a real problem. Each of these 8” bore cylinders 
delivers a thrust of over 20 tons every time the 
machine is operated. And since this happens 14,400 
times in a normal working day, ordinary fasteners 
would soon fail under these repeated shock loads. 
Furthermore, not even the slightest misalignment 
can be tolerated in this machine. 


The Stanscrew fastener specialist was able to 
quickly answer this demanding problem. His solu- 
tion was Stanscrew Socket Head Cap Screws, 
tightened to within 80% of yield strength so they 
remained in tension. These fasteners, so applied, 
deliver a clamping force that eliminates the shock 
feature of this extremely high loading . . . and pro- 
vides a 100% factor of safety. 


Pocindind. 


Tough assignments like this are everyday jobs 
for your Stanscrew fastener specialist. Immediately 
on call, through your Stanscrew distributor, he can 
bring to your problem years of specialized expe- 
rience. And, back of him, is an outstanding staff 
of engineers who have been solving the fastener 
problems of American industry since 1872. 

Stanscrew’s complete line of more than 4,000 
different types and sizes will provide economical 
answers to your fastener requirements. All 4,000 
items are always in stock, quickly available. 

Call your Stanscrew distributor today for solutions 
to your fastener problems. He will arrange a prompt 
meeting with the Stanscrew fastener specialist . . 
who can often suggest ways to save you money by 
substituting standard fasteners for costly specials. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 


WESTERN 


| THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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NS drilling rigs automobiles 


Torrington makes the right anti-friction bearing 
for every basic need! 


In the oil fie originates, the need may be for a special Torrington Angular Contact 


‘Ids where your gasoline o 
Rotary Table Bearing to support thousands of teet of whirling drill string. In your car, it may be a compact 


Torrington Needle Bearing to smooth your steering 
Between these two examples lie all kinds of requirements. To meet this broad range of needs, Torringtor 


makes 
rience to bear on your specific application requirements. For help in developing the right anti-friction appli- 


every basic type of anti-friction bearing 
You can be confident that engineering recommendations from Torrington will bring the broadest expe- 
cation for your product, rely on your Torrington representative. The Torrington Company, Torrington, Conn. 


—and South Bend 21, Ind. 


TORRINGTON BEARINGS 


District Offices and Distributors in Principal Cities of United States and Canada 


NEEDLE ROLLERS + THRUST 
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CYLINDRICAL ROLLER + BALL ~ 


SPHERICAL ROLLER + TAPERED ROLLER - 
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orrect Lubrication in Action... 


Endicott Johnson saves 





This unique leather polishing machine speeds its 









heavily loaded roller back and forth over every inch 
of a leather side. Like all the other machines 
in these Endicott Johnson plants, its complex parts 


are protected by Mobil Correct Lubrication 








ee 
Complete Engineering Program Mobi : 
Proved Petroleum Products 


SOCONY MOBIL OIL CO., INC., and Afhiliate 


Leading shoe manufacturer cuts downtime and maintenance... 
increases production...all through Mobil’s lubrication program! 


Endicott Johnson's 
proot of how 
cation can cut inter 
productior Tota 
to $19,080 

The major 
Endicott Joh 
Plant Mobil e1 ” 
plant personne 


methods 


Vobil si 
tative suyg 
fiber board 1 


mitted use of 


records offer 


impressive 


Mobil Program of Correct Lubri- 


ince costs and improve 


in 1957 alone amounted 


vas made in 


ither Processing 


close cooperation with 


lubricant application 


{ 


and lubrication 


lowns 


break 
ther 


4. Mobil represen- 


for production ol 


New product pe 


1g process 


records for every machine. As a result, application 
time was cut 33% a saving of $12,466 

Every phase of Mobil Correct Lubrication is 
designed to cut maintenance costs. For example, 
Mobil’s in-plant training courses can instruct your 
personnel in_ the 


most lubrication 


methods. Mobil laboratory service can supply in- 


up-to-date 
valuable information on oil condition. These serv- 
ices, and many more, are yours when you rely on 


Mobil. Why accept less for your plar , 


Mobil specialist avoids cost! Mobil 


gear specialist made a study of all gears in Endicott 


Vv gear re placement 


Johnson's Paracord plant. His recommendation to 
reverse certain 


replacement 


rears tO compensate for wear avoided 


saved a substantial sum 


Stuffing 
Severe 
overhaul 


wheel $S00 


/ 


failures eliminated saved 


operating made it 


huge wheels a 


conditions necessary to 


one of these year. Mobil 


recommendation made overhaul unnecessary 


Correct Lubrication 


Another reason Youre Miles Ahead with Mobil! 





Man, it just isn’t safe to open these cartons. A guy 
either gets stuck on a staple...or slashes the can 
when he cuts the carton. The cartons sealed with one 


strip of reinforced tape — those are the ones | like. 


When the convenience of an easy-to-open carton is 
important to you and when you want super-strong 
shipping protection, order Glassweb reinforced-with-glass 
tape. The economy of one pass, one strip sealing means 
savings in the Shipping Department. The ease of opening 
will keep customers happy, too. Order Glassweb and 
let it prove itself. 


GLASSWEB —_ 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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SAW STEELS 


Sharon metallurgists have for the past decade 
concentrated on the development of better 

saw steels. As a result, they have established 

an industry-wide reputation for steels with 

a balance of toughness and hardness to absorb 
maximum punishment without fracturing 

or dulling. 


It will pay you to contact your Sharon 
salesman and get the facts on these durable, 
edge-holding steels for saws or any * 
cutting tool or implement. 





CASE HIST 
MT. 


“Never before has a standard typewriter featured 
sO many new improvements. From Twin-Pak to 
Pouch, this-new Royal Standard opens up a whole 


It 


is a fine example of beautiful design, excellent engi 


new world of breathtaking ease and economy.” 


neering and wise choice of materials 

Because of the remarkable strides made by the 
die casting industry in the production of ‘sound 
economical aluminum die castings, the major por 
tion of the framework of all the Royal Typewriters 
are die cast. Through the use of aluminum die 
castings having cored holes, close tolerances and 


Royal 


engineers have reduced the weight of the framework 


thin walls ribbed for maximum strength, 


of the Standard mode! from 15 pounds to approx 


imately 5 pounds an impressive savings of 


10 pounds 

All told, the Royal McBee Corporation uses from 
242 to 3 million pounds of aluminum die castings 
yearly and the end of die casting usage is not in 
sight. Royal engineers are constantly alert to addi 
tional die casting applications because of the tre 


mendous savings in man and machine hours which 


STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 
GUILDERLAND, N. Y.: Mr. David H. King, 75 Willow St 


SALES 
REPRESENTATIVES — LUTHERVILLE, MD.: Mr. C. Mcintosh Gordon, Mays 


CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St 


BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St 
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ire achieved through. the elimination of costly 
secondary operations 

\ switch to die casting may be your next step 
It will be well worth your time to bring your product 
pecifications to Mt. Vernon, for ours is a complete, 


+ 


four-fold service of 1. Consultation 2. Die making 
3. Die casting 4. and Machining facilities all under 
one root occupying 200,000 square feet of space 

For quick action, contact your nearest sales 


representative listed below 


RLU 
2223) 243) xl 17] 


MT. VERNON 
DIE CASTING CORP. 


STAMFORD, CONNECTICUT 


as» 


fm j . 
(Be) RESEARCH (@) 
PA 


PARTICIPANT 


EAST ORANGE, N. J.: Mr. George E. Hah!, 39 So. Munn Ave. 
ROCHESTER, N. Y.: Mr. Willian: Savers, 101 Briarcliff Rd. 
SKANEATELES, N. Y.: Mr. Jerome J. Theobold, 9 E. Genesee St. 
VALLEY FORGE, PA.: Mr. G. T. McMaster, P.O. Box 115 
BOSTON, MASS.: Mr. James Cleary, 61 Exeter Street 


Chapel Rd 
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Radical new concept 
in handling bearings 
speeds shipping 


Helps you 6 ways when 
you buy Timken” bearings. 


To give you faster, better service when you buy 
Timken* tapered roller bearings, the Timken Com- 
pany has developed a revolutionary new concept in 
warehousing, order processing and shipping. All 
the elements of the system converge at our huge new 
$3,000,000 Shipping Center in Bucyrus, Ohio, that 
enables us to get your bearings out faster and more 
dependably than ever before. It helps you in six 


important ways 


1. Reduces time required to process your bearing order. | he 
new system, which uses the electronic computer, enables 
us to give you an acknowledgment and shipping date 
on most orders within 24 hours. 2. Cuts shipment and 
invoice preparation time. Makes things easier for your pur- 


chasing department. 


4a 


4 Blin 


3. Your order comes completely from one shipping point. Single 
source handling further speeds your bearing shipment. 
4. Your orders having the same shipping date are consolidated. 
Increases handling efficiency at your plant when you re- 
ceive your Timken bearings. 


» — 2 
Ale “| - 
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5. The new system helps assure delivery when promised, because it controls 
our production to meet your needs. 6. It gives you a practically unlimited 
source of supply for tapered roller bearings, from our normal ware- 
house inventory of over 12 million bearing cones and cups. 


And the IBM Computer (grid of which is shown above) is the system’s 
heart. It integrates the Shipping Center with all our production facilities 
—controls the system which speeds order processing and keeps our 
production in line with your needs. This totally 
new concept in customer service ts one more rea- 
son why you get your No. 1 bearing value when 
you buy Timken bearings. The Timken Roller 
Bearing Company, Canton 6, Ohio. Canadian 
plant: St. Thomas, Ontario. Cable: ““TIMROSCO”. 


BETTER-ness rolls on 


tapered roller bearings 





‘potential 
purchase 
Savings 


LIKE YOU we don’t judge purchases 
on a cost per unit“basis .. . but 
have an insistent regard for “potential 
purchase savings’’ in terms of 
end product, performance, and value. 
That licks problems for both of us. 


Another value potential is 
the Essex single source plan, 
with its complete 
family of matched products. 
Check with your 

engineers on Essex, 

its products, quality and 
production maturity. 


Call your local Essex 
application specialist 
to learn more 
about this practical 
component purchasing 
plan _.. or write SX Wire and Cable 


A complete line of appliance wiring material, 


radio, television and electronic hook-up . 


wire, 200° C high temperature Sil-X wire, auto- 
motive wires and cables, and flexible cords. 


Wire and Cable Div., Fort Wayne, Indiana 


Coy) » RBM Relays 


Low cost, high quality relays: general 
purpose, open and hermetically 
sealed, motor starting, 

A.C. industrial contactors and starters 


RBM Division, Logansport, Indiana 


CL Coiled Cords—Cord Sets 


Plastic and rubber power supply cords. 
Terminations of all types (molded plastic and 
rubber). Complete line of Coiled Cords 
including HPN. 


Cords Limited Division, DeKalb, Illinois 


ESSEX WIRE CORPORATION fort wavne 6, inviAna 


PRrooucTs 
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FORGINGS...any type 


..from Harvey Aluminum 


press, no-dratft, WHEN IT COMES TO FORGINGS, REMEMBER: Harvey Aluminum makes 


any type...any size...any quantity...in all aluminum and titanium alloys. 


conventional rin And Harvey's completely integrated facilities give you price, delivery, quality, 
; 9 g; and service. For more information and technical assistance on forgings, write 


direct to Harvey Aluminum, Torrance, Calif., or contact the nearest Harvey 


- I 
hand, sn vith Aluminum factory branch listed under “Aluminum” in your classified directory. 





For new free brochure, Mill Products and Alloys, 


write Harvey Aluminum, Torrance, California. 





An rir ndent pr r y uminum in all alloys and sizes: Pig, ingot, billet, 
’ ind Da 4 § for ng forging st and forgings, une- 
ru r ra al shape ht and heavy press extru- i 


S lar products in titanium, zirconium, 4 


HARVEY ALUMINUM SALES, INC., Torrance, California. 




















———— — 


For More Information Write No. 182 on Inquiry Card—Page 32 


41 





Roebling Electrical Cable 
Links Two Nations with Light! 


ae 


AY 


The beautiful 
Blue Water Internationa! Bridge 
links U.S. 


and Canada 


“7 


’ 
"7 m TSE 
fi : : 


Power Cables, 


Rubber-Insulated Varnished 


Portable Power 
Cables 
Building Wires 


| 
Control Cables and Cables 


an Several miles of Roebling Electrical Cable is 
= featured in this attractive span joining Port 
Huron, Michigan, with Sarnia, Ontario. 


Roebling Cable of four types was selected by 
Vogel Electric Company, Port Huron, the electrical 
contractors, to cover the entire U. S. requirements. 
Over half of this Roebling Cable is a three-con- 
ductor type, with a 7/64’ Roeprene sheath, in- 
talled by direct burial in the bridge’s approaches. 


For More Information Write 


Fe 07 NUNN, 


Power Cables, 


Cambric-Insulated 





SS 
Roebling Electrical and Telephone 

Cables come in scores of 

types and sizes for every type 


Service of modern service. 


Cables 
Telephone 
Cables 


> for every 
and Wise 


There’s a Roebling Cable 
» application... 


be tte r. 


electrical or 
telephone contractors know 


there’s none Roebling cable is the choice for 
buildings and projects where lasting dependability 
is vital. When you need superior electrical wire or 
cable, call your nearby Roebling distributor or write 
Electrical Wire John A. Roebling’s Sons 


Corporation, Trenton 2, New Jersey. 


Division, 


ln 
ROEBLING ¢) 
Branch Offices in Principal Cities 


ae 
Subsidiary of The Colorado Fuel and Iron Corporation @ 
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If you’re interested — 


- in a modern metal 





you should research brass... 


especially Western Brass... 


it’s “tailor-made” 





for each job! 





Information For Your Catalog Files 


AIRCRAFT STEELS 
A 72-page booklet provides a_ reliable 
when specifying and purchasing aircraft quality 
steels. It supplies army, navy and governmental 


guide 


aeronautical specifications. 
Joseph T. Ryerson & Son, Inc. 
Write No. 1 on Inquiry Card—Page 32 


BALLS (STEEL) 
Grade, size and accuracy specifications for high 
carbon chrome and steel balls are supplied in a 
2-color, 12-page catalog. Noise 
are given. A table lists interchangeability of 
makes. 


tests for 


New Departure 


Write No. 2 on Inquiry Card—Page 32 


CIRCUIT BREAKERS 
Full information on use of current limiting cir- 
cuit breakers on low voltage systems is con- 
tained in 20-page bulletin, No. 5043-A. Breakers 
have interrupting rating of 100,000 amp. 


I1-T-E Circuit Breaker Co. 
Write No. 3 on Inquiry Card—Page 32 


COMPUTER 
A fully illustrated 8-page brochure describes 
Model MC-400 desk side analog computer. It is 
a high precision instrument that provides a full 
portable computer center. Amplifier is highly 
stable. 
Mid Century Instrumatic Corp. 


Write No. 4 on Inquiry Card—Page 32 


CONVEYORS (ROLLER) 


Detailed information on 1.9” removable 
conveyors is supplied in a 14-page brochure 
Rollers are spring-loaded at one end. They are 
available in 12- and 16-gage steel and in .065” 
gage aluminum. 


roller 


The Rapids Standard Co., Inc. 
Write No. 5 on Inquiry Card—Page 32 


CORDS (RETRACTILE) 
A 2-color, 16-page booklet simplifies selection 
and ordering of retractile cords best suited to 
customer needs. Many illustrations show applica- 
tions in power and communications equipment 


Koiled Kords, Inc. 
Write No. 6 on Inquiry Card—Page 32 


balls - 


CRANE CONTROLS 
Bulletin 9100 is a 20-page reference work on d-c 
crane controls. It aids in their selection and ap- 
plication. Special attention is paid to the func- 
tioning of and features. 


safety protective 


The Clark Controller Co. 
Write No. 7 on Inquiry Card—Page 32 


DRAFTING ROOM, SCHOOL EQUIPMENT 


Sizes and other specifications for blueprint filing 
cabinets, drafting, drawing and reference tables, 
mobile 


are supplied in 


rolled blueprints, ete., 
#CC57-PTD 

‘ Stacor Equipment Co. 
Write No. 8 on Inquiry Card—Page 32 


storage units for 


t-color brochure, 


DRIVES 
Sulletin GEA-S827A de 
Thymotrol drives 


‘votes 8 pages to explain 
from 34 to 40 hp. These are 
adjustable speed drives which electronically con- 
vert a-c to d-c power. Applications are given 
General Electric Co. 


Write No. 9 on Inquiry Card-—Page 32 


FITTINGS (TUBE) 
Full engineering ‘details on straight-thread hy- 
draulic tube fittings are supplied in a 20-page, 
illustrated catalog, No. 058. They fit all SAE 
porthholes. Sizes are to 2” GD: 
Flodar Corp. 


Page 32 


from 14” 


Write No. 10 on Inquiry Card 


GAGES 
Units for air, gas, vapor and liquid control form 
text of 48-page, No. G-58. They range from 15 
Metals used in 
requirements 


Kunkle Valve Co. 


1] on Inquiry Card—Page 32 


psi or 30” vacuum to 20,000 psi 
tubes 


30ourdon vary to meet 


Write No 


GEARS 
A 20-page booklet illustrates typical examples of 
precision stamped gears. Major applications are 
listed. Tips are given for saving time and avoid- 
ing mistakes in the procurement of gears. 


Illinois Tool Works 


Write No. 12 on Inquiry Card—Page 32 
For More Information Write No. 185 
on Inquiry Card—Page 32 
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These workmen are using 
Youngstown Yoloy ““E” high- 
F strength steel to fabricate 
belt rails —a component of 
DF Loaders—at Evans 


Products Co. 


Oeeent on Excellence 





Youngstown Yoloy “E” high-strength steel 


Se 





SE am 
“= V// YOUNGSTOWN 
avis SHEET AND TUBE COMPANY 


Vanufacturers of Carbon, Alloy and Yi loy Steel, Youngstou n, Ohio 





Two DF* Loader-equipped railroad 
cars easily do the work of three 
standard box cars. That’s because 
DF cars (31,000 now in service) can 
be loaded to capacity—earn greater 
revenue for railroads. 


Portions of Evans DF Loaders are 
fabricated from Youngstown’s 
Yoloy “E” Angles and Hot-Rolled 
Yoloy Sheets by Evans Products 
Company, Plymouth, Michigan. 
All Yoloy Steels are produced to 
meet a wide range of applications, 
where high strength and corrosion- 
resistance are of prime importance. 


Wherever high strength steel 
becomes a part of things you make, 
the high standards of Youngstown 
quality, the personal touch in 
Youngstown service will help you 
create products with an “‘accent 
on excellence’’. 


*DF is a trademark of Evans Products Company. 


Send for free technical 
bulletin on Youngstown 
Yoloy “‘E”’ Steel. 





Make sure you get all these features... 


specify GENERAL ELECTRIC 
,__ WATER COOLERS 


We rou ANTI-SPLASH BASIN 


4 


Prevents 
splashing, 
spilling, 
splattering of 
bubbler stream. 
Stainless steel— 
easy to clean. 


Full width design 
permits water 
control from any 
point in front 

of cooler. Special 
design prevents 
scuffed shoes, 
stubbed toes. 


Just dial the water 
temperature you 
like best. Eight 
different settings 
offer wide 
selection. 


@® ADJUSTABLE BUBBLER 
@ HANDSOME STYLING 
@ SPACE-SAVING DESIGN 
@ 5-YEAR PROTECTION PLAN 


How many water coolers 
do you need and where should 
they be located for best results? 


G-E Water Coolers are available in 14 differ- 

ent models with capacities from 2.85 to 21.5 

gallons per hour. Call your local G-E Water 

Cooler dealer or write to General Electric Co., ASK ABOUT Hot ond 
° " ene ° r Cold Combinations, 

Air Conditioning Department, 5 Lawrence pressure and bottle 
. > . y types—also refrigerated 

Street, Bloomfield, New Jersey. 


compartment models. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


In Canada, Canadian General Electric Co., Ltd., Montreal 
For More Information Write No. 186 on Inquiry Card—Page 32 





Catalog Files 


STEEL (ALUMINIZED) 


A 24-page manual gives de- 
tailed information on alumi- 
num coated steel, Type 2. It 
provides outstanding resistance 
to atmospheric corrosion. Typ- 
ical uses are pictured and 

results of tests given. 
Armco Drainage & Metal 
Products, Inc. 


Write No. 13 on Inquiry Card—Page 32 


STEEL TUBULAR PRODUCTS 


Important information on the 
application of tubing, pipe and 
welding fittings is contained in 
illustrated booklet TB-417 (16 
pp.). Included are application 
data and hints on material 
selection, 


The Babcock & Wilcox Co. 
Write No. 14 on Inquiry Card—Page 32 


TRANSFORMERS 


Seven important guides in se- 
lecting and installing quiet, 
dry - type transformers for 
close proximity locations are 
given in an 8-page brochure, 
GED-3424, Vibration isolating 
mountings are discussed. 
General Electric Co. 


Write No. 15 on Inquiry Card—Page 32 


WHEELS (GRINDING) 


A 3-colored brochure (PG- 
350) describes and pictures a 
line of grinding wheels both 
for general toolroom, cutte: 
and tool grinding. A_ table 
gives starting grades for 
grinding jobs. 
Cincinnati Milling Machine Co. 
Write No. 16 on Inquiry Card—Page 32 


.WIRE, CABLE 


A 6-page illustrated brochure 
presents full information, in- 
cluding operating specifications 
on plastic wires and cables. 
Materials used are PVC, poly- 
ethylene, nylon and silicone 
rubber. 


The William Brand & Co., Inc. 


Write No. 17 on Inquiry Card—Page 32 
For More Information Write No. 187 
on Inquiry Card—Page 32 
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there’s no substitute for genuine Honeywell charts and inks 


on available through your 


There are charts that look like Honeywell charts, but none is so finely 
engineered.’ You'll see the difference in your instrument records. 


Honeywell strip and circular charts are made to resist expansion, shrinkage, 
humidity, dryness and heat. Close control of sizing gives clear record lines 
at minimum pen pressure—no danger of fuzzy records, pen drag, impression 
picks, or bleeding through to the reverse side. They're engraved and printed 
with precision that can’t be approached by any imitation. 


Honeywell inks are made to dry quickly on the chart, but not evaporate 
rapidly from the pen reservoir. Choose from a variety of colors, including 
a deep black suitable for reproduction. 


Ask your Honeywell Supplies Man about these charts and inks for your 
instruments ... and about the economical, convenient HSM plan for buy- 
ing supplies. Call him today . . . he’s as near as your phone. 


MINNEAPOLIS- HONEYWELL REGULATOR Co., [ndustrial Division, Wayne and 
Windrim Avenues, Philadelphia 44, Pa. 


Honeywell 
Li Fouts we Covitiols 
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“Special” is our middle name! 
We make millions of odd-size 
brass and aluminum nuts for all 
types of equipment. Unique high- 
speed machinery turns all Fischer 
nuts to exacting specifications. 
Extreme uniformity, competitive 
prices and prompt delivery assure 
you of substantial savings in cost 
ind time 


Next time you need “‘special’”’ 


brass or aluminum nuts, contact 
Fischer for fast action pre- 


tum quality 


2's NO premium 


precision 


FISCHER SPECIAL MFG. CO 
Mere St., Cincinnati 6, Ohio 
end your new 20-poge 
containing com 
on brass and 


FS-1000 


f 


For More Information Write No. 
on Inquiry Card—Page 32 





Letters To 


The Editor 





CONVENTION DAILY 


I just wanted you to know how 
favorably I was impressed by 
your “PuRCHASING Magazine Con- 
vention Daily.” I believe this type 
of coverage at an annual conven- 
tion, can be an extremely useful 
tool in any purchasing depart- 
ment. I dislike taking notes dur- 
ing speeches and find it difficult 
to develop a useful report and 
still obtain maximum _ personal 
benefit. 

Your daily publication has 
made it possible for me to bring 
the convention back to my eight 
buyers. 

I hope enough other purchasing 
people have the same reaction so 
you will make this into an estab- 
lished practice. 

J. W. Ruff 

Director of Purchases 
American Blower Division 
American-Standard 
Detroit, Michigan 


You certainly did an outstand- 
ing job with your daily 
paper at the convention. It was a 
wonderful 


news- 
idea and I can only 
hope that you will continue to put 
out a newspaper at future meet- 
ings. In many ways the fact that a 
newspaper was published at the 
symbolizes the way 
the purchasing 
grown in 


convention 

profession has 

importance in recent 

years. Keep up the good work. 
M. Saville 
Jackson Height 
New York 


INVENTORY RECESSION 


Other than participating in in- 
frequent Opinion Polls, I 
not been given to making any 
statements concerning them. I 
firmly believe that an Opinion 
Poll which has been conscien- 
tiously answered is indicative of 
the trend in the particular field 
covered. 

In the case of PurcHAsinG Mag- 
azine’s poll on the question, “Is 
the inventory recession over?”, I 
must take issue with your state- 
ment that 


have 


“one of the main causes 


of the current business slump has 
been the sharp cutback indus- 
trial inventory.” 

In my this current 
business slump is a direct result 
strike. Simply, we 
have priced ourselves out of the 
market, 
sion is the 


opinion, 
of a buyers’ 
and the inventory reces- 
result rather than the 
cause 
Whatever the 
is, is irrelevant, 


inventory status 
as stocks in in 
ventory can be considered only in 
terms of the scarcity of 
ing orders and the 


mcom- 
slower rate 
ot use. 

The American public wants to 
buy, and it has the money to buy 
Now, of course, 
goods and the recession are tak- 
ing its toll.. Nevertheless, 
outlets are making price conces- 


‘ 


both the price ot 
most 


sions and as a result there is stil! 

a large turnover of goods. 
Along with fair trade, list price 

seem to be going out of existence 


which has been very evident 


automotive. If the automobil 


dealers had not given most 0 


their approximate 25 per cent 
markup, this phase of the 
would have fared much 
than it did 

Before we can make any sub 
stantial 


econ- 
omy 
worse 
recovery, prices mu 
themselves down to a more 
wish I knew 


comfortab 


shake 
reasonable level I 
how this could be 
accomplished 
Regardless of the 


are reaching a 


economy, we 
dangerous point 


in inventory, I believe. I refer 


especially to the ferrous metals 

This situation and 
any slight sharp upturn 
precipitate a flood of orders on 


is a volatile 
could 


mills working 50 per cent.and less 
This would not make for a true 
recovery, but it 
hectic 


ber of months. 


could create a 


situation for a good num- 
I am just as heartily opposed to 

all the forecasts this 

slump has brought abaut, and 

actually I have surprised myself 

by getting in on the act. Take this 

for what it’s worth. 

E. H. Jones 

E. R. Wagner Manufacturing Co. 

Milwaukee, Wiseonsin 


business 
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with thousands 
of perfectly 
drilled holes 


inside and out 


d 


Clean, concentric holes 
without burrs...put there by 


NEW YORK TWIST DRILLS 


Capable of carrying a nuclear warhead that can knock out an entire 
aerial fleet with a single blast, Nike-Hercules is an advanced Army 
Ordnance surface-to-air missile produced by an Army-industry team 
that includes our long standing customers Western Electric Company 
— Bell Telephone Laboratories and Douglas Aircraft Company. 


In the “hole” production of these powerful weapons they find NEw ee ee 
, a . ’ ' u 
YORK TWIsT DRILLS bite clean and fast into today’s tougher alloys. miseite and aircraft manufacturing 
. Ry , iti : : alive aeiiine . oe are aircraft extension drills, stack 
Industrial plants across the continent who make equipment in just Grills and drills for stainless steel, 
about every category like the rugged qualities and accurate perform- 75 ST aluminum, titanium, inconel X 
‘ >of NE r , iNe—and m user y sav” aT and other tough materials. We also 
ance of NEW YORK drill id many user’ find they save at least feature Types A, B and C drills made 
20% on cost at the same time. If you have a drilling problem involving to National Aircraft Standards 
difficult alloys or unusual specifications, let us know about it. We'll specifications. 


be glad to discuss it with you and make recommendations 








BR NEW YORK TWIST DRILL COMPANY, INC. 
IN Eastern Headquarters: 278 Lafayette Street, New York 12, N. Y. 
' NY ’ Midwest Headquarters: 30A North Clinton Street, Chicago 6, Ill. 


For More Information Write No. 189 on Inquiry Card—Page 32 





r 


a 
Industrial Towel 


Rental Service helps cut costs 


Modern plants use the modern way to handle wiping material require- 
ments—through “KEx”, the Industrial Towel Service that cuts costs, boosts 
efficiency. 

Endorsed by the Garrett Corporation AiResearch Manufacturing Divi- 
sion in Los Angeles, the “KEx” Service System, through proper installation 
and control, has provided the most efficient and effective means of handling 
wiping material requirements at this plant. “KEX” can do the same for you. 

AiResearch is serviced by Prudential Overall Supply of 
Los Angeles, one of the independent, franchised distribu- 
tors available through the “KEX” nation-wide service. 


See ‘Wiping Cloths” or write to ‘‘KEX”’ National 
Service, 295 Fifth Avenue, New York 16, N. Y. 


4 EX” NATIONAL 
SERVICE 


REG. U.S. PAT. OFF. 


It isn’t “KEX” unless it's imprinted with the “KEX” name. 


For More Information Write No. 190 on Inquiry Card—Page 32 


Letters 








INDUSTRIAL PURCHASING 


Thank you for making available 
to us the film, “Industrial Pur- 
chasing.” In setting up our meet- 
ing agenda, I discovered that pur- 
chasing films without a com- 
mercial message were very scarce 
Your film, although a trifle ideal-- 
istic, is an excellent presentation 
of the role purchasing can play 
through team-play. 

The film contributed much to 
the success of our meeting 

G. A. Brown 
Daystrom, Incorporated 
Murray Hill, New Jersey 


Fifteen engineering graduates 
from India are studying. steel- 
making at Weirton Steel for one 
year. We are endeavoring to show 
them movies of different phases 
of American industry, and for this 
reason, I would like to request 
the film, “Industrial Purchasing” 
be sent for their viewing at your 
earliest convenience. 

Be assured that the film will be 
promptly returned to you. 
Frank M. Poland 
Director, Education and Training 
Weirton Steel Company 
Weirton, West Virginia 


AROUND THE WORLD 


We are very glad to have the 
opportunity of sending this letter 
to beg your kind permission. Nip- 
pon Management Association is 
a public utility organization prac- 
ticing a movement of improving 
and developing industrial man- 
agement in Japan. 

Recently we read the article, 
“Four Ways to Speed Up Pur- 
chasing Office Work” in your 
magazine, PurcHAsinG, February 
17 issue, and earnestly desire to 
introduce the article in our 
periodical, “Management.” 

Your kind permission to reprint 
this article will be highly ap- 
preciated. 

Masatoshi Hayakawa 
Director 
Nippon Management Association 
Tokyo, Japan 
For More Information Write No. 191 
on Inquiry Card—Page 32> 
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Cut bearing bronze costs as easily as exact lengths slice off Asarcon’ Con- 
tinuous-Cast Bronze. You can pay less for bearing bronze initially and later. For 4 reasons: 
1) Asarcon 773 (SAE 660) is stocked in the exact lengths your shop needs. No short-end scrap to up 
costs. 2) Less diameter loss to pay for. Only 1/32” to 3/32” to clean up, not usual 1/4”. 3) Less clean- 
up means less machining, time and expense. 4) Superior performance. Far more strength and hard- 
ness than other cast bars conforming to same alloy specifications; or you can replace more expensive 
alloys with Asarcon 773! Order Asarcon 773 in 260 stock sizes, solids and tubes, any length up to 
105°, from a nation-wide network of distributors. Write for special Continuous-Cast booklet to 
Continuous-Cast Products Department, American Smelting and Refining Company, Barber, New 
Jersey: on the West Coast, Kingwell Bros., Ltd., 457 Minna St., San Francisco; in Canada, Federated 


Metals Canada, Ltd.. Toronto and Montreal. 


CONTINUOUS-CAST DEPARTMENT OF 
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No matter what you make from Cold Rolled Steel 


An ALAN WOOD Representative can help! 


tion. He can provide you with the latest 
information on cold rolled steel and its 
_application, plus experienced advice on the 
gauge, size and type to order. Call him 
today. Your A.W. Representative is al- 


Thinking of making a_ Bi-Plane-O-Car? 
You might find a terrific market for this 
all-in-one get-about. But you might find 
unusual production problems, too. Better 
call your A.W. Representative before you 
start to produce. Your A.W. Representa- 
tive may order a special metallurgical study 
of your problems and bring about savings 
that build new profits and increase produc- 


ways available... 
with your 
location. 


never out of touch 


A.W. Cut Nartg 
St rd & 


Hf ened 


. Plate he ne 
j Mine Propucts 
ALAN WOOD STEEL COMPANY tc igs 
ters for more than a century and a quartere CONSHOHOCKEN, PA. 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia ' 
New York + Los Angeles + Atlanta « Boston « Buffalo + Cincinnati PLOOR industrial & 
Cleveland + Detroit - Houston + Pittsburgh « Richmond « St. Paul ee 


San Francisco « Seattle A.W. Sur Penco Mevat 
DIAMOND pattern PRObucTs Division 

ry ‘ ’ bd > ‘ ° ° Slee wine 
Montreal and Toronto, Canada—A. C. Leslie & Co., Limited wiran ¢ Sian ad {healing gras 2 
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Purchasing People In The News 





Appointment of H. F. Froehlich 
aS group manager responsible for 







the manufacturing, engineering 
and purchasing-production con- 
trol departments, has been an- 


























H. F. Froehlich 





Sherman Products, 
Royal Oak, Michigan. He 


has been manager of purchasing 


nounced by 





Inc., 






and production control 
March, 1957. Before joining the 
company, Mr. Froehlich had been 
purchasing agent for the Tractor 
and Implement Division of Ford 





since 








Motor Company, Birmingham, 
Michigan. He had also been a 
buyer for Packard Motor Car 





Company. 







Robert E. Tucker has assumed 
. new duties as purchasing agent 
Pan American International 
Oil Company, New York. Former- 
ly division purchasing agent in 
the Canadian office of 
Pan American Petroleum Corp., 
Mr. Tucker will be in charge of 
purchasing for the company’s re- 






ior 





division 







cently formed eastern hemisphere 
subsidiary. 





He has been associ- 
ated with the firm since 1940 and 
became division purchasing agent 
at Calgary in 1954. Mr. Tucker 
has held memberships in N.A. 
P.A., the Oklahoma City Purchas- 
ing Agents Ass’n, the Calgary 
and Canadian Purchasing Agents 
Associations. 

John J. Sinnett has been named 
division purchasing agent for the 
corporation’s Canadian division to 














1958 


JUNE 9, 








replace Mr. Tucker. Mr. Sinnett 
transfers to Calgary from Casper, 
Wyoming, where he has been a 
buyer in the purchasing depart- 
ment of Pan Am’s Rocky Moun- 
1951. He has 
been with the firm since his grad- 
uation as a civil engineer from 
Oklahoma State 
1948. 


tain division since 


University in 















Ma- 
chines Corporation has promoted 
James R. Connell to purchasing 
agent of the Owego, New York, 
manufacturing plant. He started 
his career with the corporation 
in 1949 at Endicott, New York. 
He.has served in various engi- 
neering posts at Owego, and as 
administrative assistant to the 
Mr. Connell 
was appointed manager of mar- 
keting services early this year. 


International 3usiness 


general manager. 


He holds a B.S. degree in me- 
chanical engineering from the 
University of Michigan, and an 
M.S industrial man- 
agement from Massachusetts In- 
stitute of Technology. 


degree in 


Ben D. Wiora has been named 
purchasing agent for Sidney Wan- 
zer & Sons, Chicago, Illinois. Mr. 





Ben D. Wiora 


Wiora has six years experience 
as a purchasing agent. He has 
been associated with the Pure 
Milk Association of Chicago and 
Oscar Mayer & Company. 








Ernest H. Crain has been pro- 
moted to purchasing agent of 
American Cast Iron Pipe Com- 
pany, Birmingham, Alabama. He 
has purchasing 


been assistant 


Frank B. Shannon 


agent and replaces Frank B. 
Shannon, who has retired. Mr. 
Shannon has had a career of 37 
years in the purchasing profes- 


sion. In 1919 he started with the 
purchasing department of the 
company and in 1946 was ap- 


pointed director of purchases and 
elected assistant secretary of the 
company. The Purchasing Agents 
Association of Alabama has con- 
ferred upon him an honorary life 
membership. Carl J. Dreher, Jr. 
has* advanced to assistant 
purchasing agent to succeed Mr. 
Crane. 


been 


Hiag Yessian has been named 
purchasing agent of Stanley 
Building Specialties Company, a 
subsidiary of The Stanley Works, 
North Miami, Florida. Mr. Yes- 
sian has been a member of the 
purchasing department of the 
company since 1942; first as man- 
ager of its priorities section, 
where he acted as liaison between 
The Stanley Works and the Ma- 
terial Allocation Agencies of the 
Federal Government. At the end 
of World War II, when the pri- 
orities section was suspended, he 
became puchasing agent for the 
company. 
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Purchasing People In The News 


Appointment of Herbert B. 
Joyce as director of purchases 
has been announced by Lyon, 
Incorporated, Detroit, Michigan. 


Herbert B. Joyce 


Mr. Joyce, with a background of 
20 years in purchasing, has held 
responsible posts with the Murray 
Corporation, the Detroit Hard- 
ware Mfg. Co., and Letts Drop 
Forge, Inc. 


Appointments of John S. An- 
derson as purchasing agent for 
The Dow Chemical Company’s 
James River Division and of O. C. 
Rogers as plant engineer in charge 
of plant services and maintenance 
have been announced. Mr. An- 
derson, formerly with the pur- 
chasing department of Dow’s 
Louisiana Division at Baton 
Rouge, will supervise the pur- 
chasing of materials and services 
for the James Riven Division. He 
has been with the company for 
seven years, and holds a BS. de- 
gree in chemical engineering from 
Michigan College of Mining and 
Technology. Mr. Rogers, who was 
previously the division purchas- 
ing agent, has been transferred 
to supervise plant services and 
maintenance at the Lee Hall in- 
stallation. With service of five 
years with the company in the 
Midland Division, he holds bach- 
elors and masters degrees in busi- 
ness administration from the Uni- 
versity of Michigan. 
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International Resistance Com- 
pany, Philadelphia, has appointed 
Henry Zaccaria to manager of the 
purchasing department for the 
Philadelphia plant. Mr. Zaccaria, 


Henry Zaccaria 


who joined the company in 1950 
has held the positions of tool and 
equipment buyer and _ assistant 
purchasing agent. Previously he 
had been associated with the Mod- 
ern Tool & Die Company as tool, 
die and gage maker and with the 
General Tool & Die Company as 
co-owner and business manager. 
Mr. Zaccaria is a member of the 
Purchasing Agents Association of 
Philadelphia and the National 
Association of Purchasing Agents. 


Richard S. Minaldi been 
promoted to the new position of 
assistant general purchasing agent 
for Gerber Products Company, 
Fremont, Michigan. He has been 
transferred from the purchasing 
department of the firm’s Oakland, 
California plant, where he has 
been since 1951. Ken Erickson 
has been advanced to purchasing 
agent in Oakland to replace Mr. 
Minaldi. 


has 


Handley Brown Heater Com- 
pany, Jackson, Michigan, has ap- 
pointed Edward M. Cullen pur- 
chasing agent. The purchasing 
department has been made a part 
of the production department. 


Lukens Steel Company, Coates- 
ville, Pennsylvania, has announced 
new management responsibilities 
within its purchasing organization. 


mi d&\ 


Edmund Pfeifer 


Edmund Pfeifer, formerly man- 
ager of fabrication sales, has been 
named director of purchases, the 
first to hold this title. Associated 
with the firm since 1939, Mr. 
Pfeifer also will serve as a mem- 
ber of the company’s management 
committee. E. C. Book, purchas- 
ing agent for the last four of his 
17 years with the company, will 
serve in an advisory capacity to 
the director of purchases until his 
retirement on June 30, 1959. Al- 
bert Gudal has been promoted to 
purchasing agent after serving 
three years as assistant purchas- 
ing agent. Mr. Gudal continues 
as a member of the company’s 
management council. 


Reflectal Corporation, a sub- 
sidiary of Borg-Warner Corp., 
Chicago, has named John R. De- 
vitte director of purchasing. His 
new duties will be in addition to 
his present responsibilities as 
assistant product manager for Al- 
fol aluminum foil insulation. . 


The St. Petersburg “Independ- 
ent” paid editorial tribute recent- 
ly to John T. Andrews upon his 
retirement as city purchasing 
agent. Mr. Andrews has spent 
over 30 years in the employ of the 
city of St. Petersburg, Florida, 
the last 28 years of which he was 
purchasing agent. ‘ 
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MICRO SWITCH Precision Switches 


Why MICRO SWITCH is the logical 
first source for precision switches 





For 20 years MICRO SWITCH has been 
first in the development, design and 
production of precision switches. 


During these years MICRO SWITCH has 
produced hundreds of millions of pre- 
cision switches. Over 10,000 variations 
are available to meet industry’s broad 
requirements. 


DEVELOPMENT 
First in the field of precision snap-action 
switches, MICRO SWITCH continues to lead 
in the original design and production of 
new precision switches. 


QUALITY CONTROL 

MICRO SWITCH’s plants and development 
laboratories are equipped with superlative 
scientific tools for painstaking precision, 
quality control and necessary testing tech- 
niques. 

MICRO SWITCH produces its own snap-ac- 
tion springs, plastic parts and other com- 
ponents of its switches. High quality with 
reliability has made MICRO SWITCH the 
leading manufacturer of precision 
switches. 





A MICRO SWITCH technician checks the condition of a switch that 
has been test-operated under electrical load at 600° F. Tests like 
SERVICE 


this are part of the rigid MICRO SWITCH program of quality control, 
MICRO SWITCH service to its customers 1s 


very ofteri above and beyond the service 
normally required. Fen catalogs contain- atta 
ing full technical data for every series of 


= 
© 
switches are available to purchasing di- | at a = ey 
> 


pa 
rectors. A request will bring you as many . N EWI 
— oa 





sets as your department requires 





MICRO SWITCH field engineering offices and | LO ‘““E6”’ and *‘V6”’ enclosed 

hundreds of Authorized Distributors ao” switches are available ih 

blanket the country. There is always a 4060 six different actuator de- 

MICRO SWITCH man near you. | signs and in side mounting 

iad iS coeennks or bottom mounting styles. 

MICRO SWITCH . . . Freeport, Illinois | chey are interchangenie 
A Division of Honeywell ! with the well-known BE 

and *“‘V”’ series switches, 

™ a yet are easier to install, 

The two-word name MICRO SWITCH ~~ 3.040_ stronger, and offer improved 

is NOT a generic term. It is the name of a ae insulation and a better sead. 
division of Honeywell. Send for Data Sheet 145. 


Honeywell 


“ss | MICRO SWITCH PRECISION SWITCHES 
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In Gemco Power Mowers, 


REPUBLIC NYLOK FASTENERS 
SAFEGUARD PERFORMANCE SPECIFICATIONS 


Modern Gemco Power Mowers, manufactured for 
General Mower Corporation, Buffalo, New York, are 
designed to deliver reliable, heavy-duty service with 
minimum of maintenance. Gemco engineers safeguard 
these performance specifications by using only quality 
materials, including Republic Nylok* Bolts and Nuts 
for critical assembly connections. ; 

For example, in the Gemco Rotary Mower line, a 
particularly vital point is the assembly of blade to en- 
gine drive shaft. Use of a Republic Nylok Hex Head 
Cap Screw for this purpose assures a vibration- and 
shock-proof connection of maximum safety and 
strength. Moreover, the Nylok cap screw can be re- 
peatedly removed and re-used to permit blade sharp- 











REPUBLIC NYLOK FASTENERS cre used 
extensively on Gemco Rotary, Reel, and 
Riding Power Lawn Mowers. Insert shows 
blade assembly securely locked to en- 
gine shaft with Nylok Cap Screw. An 
added advantage of Republic Nylok 
Bolts and Cap Screws for some appili- 
cations is their ability to seal against 
fluid escape when wrenched tight. Ny- 
lon pellet in bolt body blocks flow of 
fluid along helical thread path, 


ening, reversal, or repli acement— without loss of hold. 
ing power. 

The unique characteristics of Republic Nylok Bolts 
and Nuts suit them perfectly to many tough fastening 
problems. Permanent locking is provided by a nylon 
pellet imbedded in the fastener body which forces a 
tight, metal-to-metal lock between opposite mating 
threads. A positive grip is maintained wherever 
wrenching stops. Resiliency of pellet allows both 
adjustment and re-use. 

It will pay you to explore these and other advantages 
of Republic Nylok Fasteners in relation to your as- 
sembly requirements. For details, contact your nearest 


Republic Office, or mail coupon, 
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ECONOMY, CORROSION-RESISTANCE, AND PAINT-HOLDING SPECIFICATIONS moke 
Republic Electro Paintlok’ Sheets ideal for this unusual product. Produced by the Self 
Sett Mouse Trap Company, Cleveland, Ohio, it is a fully automatic mouse trap. Mr. E. 
S. Coughanor, President, found Republic Electro Paintlok best by actual test for every 


requirement. If you want to “build a better mouse trap” in your product field, the fea- 





tures of Republic Electro Paintlok may work to your advantage. For details, mail coupon 


REPUBLIC COLD FINISHED ALLOY STEELS provide required 
reliability in gear components of this portable electric saw 
produced by the Black & Decker Manufacturing Company, 
Towson, Maryland. The strength and toughness of these steels 
enables Black & Decker gears to shrug off repeated shock 
and heavy loading—and come back for more. Republic Cold 
Finished Alloy Steels may provide the perfect answer to a 
tough application or production problem troubling you. Send 
coupon for further dato. 


MELTING POT AND FLYWHEEL SPECIFICATIONS for these castings 
produced by The Union Metal Manufacturing Company, Can- 
ton, Ohio, call for a pig iron with great machinability, den- 
sity, and heat resistance characteristics. Over the years, the 
ideal answer to these requirements has been Republic 
Chateaugay Pig Iron. Exclusive with Republic, Chateaugay 
combines high carbon with unusually low phosphorus and is 
copper-free. Chateaugay's uniform distribution of chemical 
elements produces a dense grain structure which results in eco- 
nomical machining, plus excellent heat- and wear-resistance. 
For more information, mail coupon. 


REPUBLICé 
STEEL 


Wolds Wideal Range 
Standard Steels and 
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REPUBLIC STEEL CORPORATION 
DEPT. PH-5449 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
0) Nylok Nuts 
0) Chateaugay Pig Iron 
O Cold Finished Alloy Steels 
0) Electro Paintlok Sheets 
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VALE introduces...the INDUSTRIAL tractor shovel 


DESIGNED TO GIVE YOU 29% 


See it in action... let your operator drive it! 


He'll like the r uncluttered, comfortable cockpit. Adjustable seat 
gives him plenty of. F foot room. Finger-tip controls conveniently 
located. Yale Tor n with one speed forward and reverse 

one directio lever. He ll especially like Yale's exclusive 
Safety-Curve Arms. Gives him plenty of safe, elbow room—and extra 
visibility when bucket raised. For a demor 


stration in your plant or 
for further information 


write The Yale & Towne Manufacturing Co 
Philadelphia 15, Pa., Dept. A-256 
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MORE WORK EVERY HOUR 


_ through these exclusive Yale features .. . 


e@ Yale Torque Transmission (fully automatic) @ 45° ground-level bucket tipback e@ Safety-curve arms 
e Accelerates to operating speed of 8 mph. in 3.5 seconds—to a speed of 13 mph. in 5.5 seconds 


© 6 foot dumping clearance ¢ Sealed brakes’ @ Front and rear operating lights 


At last—a tractor shovel designed especially for indu VON nder load conditions—in a word, speeds cycle 


try! Whether you handle bulk chemicals, sand, gravel pe tie TI 


lis extra speed, plus the greatest carry- 


scrap or raw materials, you'll get more productive work ng capacity of 1 le full 2500 Ibs.) means up to 
at less cost per work unit with tl new concept ] 


} 


tractor shovel. loader-linkage design offers unique advan- 


Yale designed it for tight are: bui it compact ag “xclusiv Ground-Level Tipback insures the 


(only 117” overall length) so that it can maneuy ltimate in loading action—and a grade-level carrying 


any aisle wide enough for a wheelbarrow. Ace rat sition to minimize spillage. Exclusive 6 foot Dump- 


to an operating speed of 8 mph is highest on any model of similar wheel- 


top ‘speed of 13 mph in 5.5 s onds “xel 11 "” Da suck is Automatica 1 Se lf-Locatinga. Operator 


Torque Transmission ( fully aute 1] 


from full dump-position to ground-level 


smoother starting, eliminates shifting, provide ne | t automatically returns to digging position 


a product of Yale’s integrated design—these engineering advances are standard features 


@ Gasoline; LP-Gas powered oe Sealed hydraulic system—keeps dirt out e@ Pre-cleaner—air cleaner combination 
e@ Extra strong heavy welded steel frame—greater safety, longer life e Automatic bucket return to digging position 
e@ Carrying capacity of 2500 ibs.—bigger load capacity @ Short wheel base—minimum turning radius 


@ Sealed generator and distributor e Balanced weight distribution e Maximum speeds up to 13 mph. 


Neues = 


REG. U.S. PAT. OFF 





L INDUSTRIAL LIFT TRUCKS & TRACTOR SHOVELS - HOISTS 


2 UAE RS 


YALE & TOWNE GASOLINE, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL LIFT TRUCKS * WORKSAVERS 
WAREHOUSERS * HAND TRUCKS «INDUSTRIAL TRACTOR 


HOVELS * HAND AND ELECTRIC HOISTS 





YALE MATERIALS HANDLING DIVISION, THE YALE & TOWNE MANUFACTURING CO. MANUFACTURING PLANTS: PHILADELPHIA, PA.; SAN LEANDRO, CALIF.; FORREST CITY, ARK 
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How FLEXLOC Self-Locking Nuts 
Help You Increase Product Reliability 





WHY A NUT WORKS LOOSE 








The reason why a nut works loose under 
vibration is best explained by the analogy of 
a free block on an inclined plane. Up to a 
certain angle of the plane, friction keeps the 
block from sliding (G). But if an external force 
starts to move the block sideways (P), friction 
can be reduced to the point where the block 
begins to slide down at the same time (D). 
A similar action occurs with screw threads. 
Tightening a nut forces its thread “uphill” 
against the thread of the screw or bolt. This 
sets up tension, creating enough friction 
between mating threads to hold the nut tight 


As products become more complex and more highly auto- 
mated, mechanical failures become both more costly and 
more probable. As a result there is growing concern today 
over the problem of reliability, not only in the industrial 
field, but also among manufacturers of consumer goods, 
whose customers are increasingly irritated by the whopping 
annual repair bill on their automobiles and home appliances. 


Faced with this demand for greater reliability, more and 
more manufacturers are adopting the rule of, thumb that 
any bolted assembly subject to impact, shock or vibration 
will eventually loosen unless secured by a positive locking 
device. The trouble is that conventional locking devices are 
not always reliable. Lockwashers sometimes snap; jam nuts 
may work loose themselves; and cotter pins or wiring may 
permit partial loosening. Furthermore, these devices take 
extra time and labor to install. 


FLEXLoc self-locking nuts offer you a simple, practical way 
to reliable, vibration-proof fastening. A FLEXLOC is a I-piece, 
all-metal, self-locking unit requiring no auxiliary locking 
elements. There is nothing to put together, come apart, 


under some conditions. Often, however, 
vibration causes marked variations in screw 
or bolt tension, resulting in motion between 
mating threads to the point where they begin 
to slip past one another or “run downhill.” 
Result: creeping rotation of the nut and 
eventual loosening 


or get lost; there are no inserts to pop out or deteriorate. 
FLEXLOCs can be used as locknuts or stopnuts. They lock, 
seated or not, wherever w renching stops. They will not vibrate 
loose, yet are easily removed and can be used repeatedly. 





See your authorized SPS distributor for more information. 








He carries FLextoc self-locking nuts—regular and thin 
height—in a full range of standard sizes and materials. O1 
write Flexloc Locknut Division, STANDARD PREssED STEEI 
Co., Jenkintown 31, Pa. 





hifN\, 


High Reliability j/acter 


At SPS we apply a dynamic stan- 
dard of quality—continually 
refined—so that our fasteners will 
always have the ‘high reliability factor required by today’s 
_ faster speeds, higher temperatures, and greater dynamic forces. 
By using SPS fasteners in your assemblies, you increase overall 
reliability—the certainty of predictable performance under 
actual service conditions. 


Write for a copy of the current SPS booklet “Concerning 
High Reliability’—an introduction to the new science of 
reliability engineering 








One-piece, self-locking FLEXLOCs require no auxiliary lock- 
ing devices, no extra time or labor to install. Seated or not, 
lock wherever w renching SIOpS ... won't work loose. We also manufacture precision titanium fasteners 


write for free booklet 
Jenkintown - Pennsylvania 
Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 
mk Steel Equipment C ® National Machir Cc 


Columbia f e Products 
$ 
e Nutt-Shel ¢ O. e SPS Westerr ° Stand Canada ltd . 








ako Socket Screw Co., ltd 
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DESIGNS 


«gPECIAL” 


sure that we have complied 
t ess fittings. Here wall 
e limits throughout 


«gPEC!I 


«gPECIAL” QuaLiTY 


The exclusive Midwest method of manufacture—much more 
versatile and flexible than any other—enables us to make 

A almost any type of special welding fittings to the most rigid 
“gPEC! specifications. Midwest makes welding fittings from plote ... 
usually much easier to get than pipe, particularly if the material 
is special. That expedites delivery. Closer tolerances are 
inherent in the Midwest process, and quality control is always 
beyond code requirements. 


Even if you use only standard fittings, the exceptional quality 
of Midwest fittings can be important to you. Ask your Midwest 
distributor or write us for new Bulletin 5801. 








going ultrasonic inspection to 
11 and quality of weld. Since plate 
n which clad material is available, 
able to produce the most compre 


1 fittings—and to do so promptly 


Special 24” x 21” 45° reducing elbow made 


SALES OFFICES: of 1” thick 14% chrome 4% moly steel 
MIDWE ST Asheville (Box 446, Skyland, N.C.) « Atlanta 9—72 11th N.E. 


Boston 27—426 First St. © Chicago 3—79 West Monroe St. ready for heat treating furnace. 
PIPING COMPANY INC. Cleveland 14—616 St. Clair «© Houston 2—1213 Capitol 
7 Los Angeles 33—520 Anderson « Miami 34—2103 Le Jeune 


New York 7—50 Church St. « Pittsburgh 19, Pa.—437 Grant 
Main Office: St. Lovis 3, Mo. (P.O. Box 433) San Francisco 11—420 Market St. 


PLANTS: ST. LOUIS, CLIFTON, N, J. and LOS ANGELES St. Louis 4, Mo.—1450 South Second St. 
STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 





from brakes 
to bobbins... 


take advantage 


*“VAW"! 


2 * Varied 
Assembly 
ae Work 


Need stampings plus assembly 
work? . . . Then call on us. 
This PLUS-SERVICE is used 
every year by scores of our 
customers throughout the 
United States. 

Now ... with the addition of 
the most recent and improved 
equipment . . *° it is easy for 
us to handle more of this work’ 
...and at prices competitively 
attractive. 

The next time you need stamp- - 
ings or stampings plus assem- 
bly, be sure to contact us! 


DETROIT STAMPING 
COMPANY 


Depend on Detroit! 
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f.0.b. “filosofy of buying” 


Buc. “DON” LOWE, purchasing 
agent for The Risdon Mfg. Co., 
Naugatuck, Conn. reports that’ a 
pleasant little idea has been a 
smash public relations hit for’Ris- 
don. Every visitor—-whether cus- 
tomer or supplier—receives a 
package of six books of mono- 
grammed book matches before he 
leaves. The receptionist is quite 
clever in getting initials without 
letting on to the visitor what’s 
coming. When they’re handed to 
him at the end of the visit, Don 
says, “the effect is terrific.” (Sec- 
ond timers often ask for their 
wives’ initials, etc.) Lewis Dibble, 
Risdon president, thought of the 
idea. Don says he’ll tell anyone 
interested how the job is done, 
what equipment is needed, ete. 


Tue VOICE, OF PURCHAS- 
ING is being heard in the land. 
When the Joint Economic Com- 
mittee of the Congress wanted in- 
formation. and enlightenment on 
the behavior and effects of prices 
in a recession, it called on the 
experts—top economists in lead- 
ing universities. And at least one 
of the experts called on other ex- 
perts for help in preparing his 
testimony. Dr. Alfred Oxenfeldt 
of Columbia University asked 
Purchasing’s editors to survey a 
cross-section of industrial pur- 
chasing agents on their buying 
reactions to price changes. The 
answers we received (see Pur- 
chasing Opinion Poll, page 00 
made up’a large part of Dr. Oxen- 
feldt’s remarks before this im- 
portant committee. 


Ly THE MIDST of all the hulla- 
baloo about motivational résearch 
etc., purchasing people should be 
impressed with some sound sense 
from Robert V. Yohe, vice-presi- 
dent, sales, B. F. Goodrich Indus- 


trial Products Company. Mr. 
Yohe told a meeting of the Na- 
tional Industrial Advertisers As- 
sociation recently: “Products, like 
conveyor belting are not bought 
on whim or emotion.” He de- 
clared that buyers of industrial 
products ‘are not influenced by 
catchy phrases or merchandising 
gimmicks. “Only on rare occa- 
sions” according to Mr. Yohe, 
“can industrial advertising be 
given credit for increasing sales. 
Advertising is a precise but in- 
determinate art.’ 


You CAN’T STAND STILL 
when analyzing values according 
to Don Carney, purchasing an- 
alyst for Thompson Products who 
comes up with this month’s most 
quotable quote: 

“What’s value today may be 
robbery tomorrow.” 


Nor SO STRANGE Coin- 
cidence Department: The City of 
Milwaukee received seven ident- 
ical sealed bids for 726 street 
lighting units. Each unit consists 
of a housing, reflector and glass 
globe. Each bidder offered to sup- 
ply the requirement for $25,569.94. 
The city board of purchases re- 
jected the bids. It also postponed 
action on a recommendation by 
Joseph W. Nicholson, city pur- 
chasing agent, that the bids be 
reported to the Federal Trade 
Commission’ and Department of 
Justice. 


A KIND OF MARXIAN 
MARK-UP racket is being pulled 
on the smiling workers of Mos- 
cow. A special report in the Chi- 
cago Sun-Times tells how the re- 
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ceiving gang at GUM, the Soviet 
Union’s great department store, 
simply takes third-grade goods 
that arrive at the warehouse and 
changes the labels to first-rate 
Then the goods go on sale at 
higher prices and the socialist 
entrepreneurs pocket the differ 
ence. But a patriotic mechani 


‘name of Vasily Kruglov, di 


covered the plot and developed a . 


bookkeeping machine that would 
catch the malefactors of growing 
wealth. Last we heard, there’ 
till a struggle going on between 
Kruglov and some of the top men 
in the store who were in on the 
racket. And, of all things, the con 


tending parties are using the tech 


1 : : 
nical pre to carry on the ‘fight 


Anp ALL THIS TIME we 
] 


thought 


aie men were pein 
judged on their knowledge of 
their product, willingness to pro 
vide service, etc. Now it turns out 
+} 


hat the man who conquers “dry 
unruly hair” is the guy who gets 
in to s€e the P.A and presum 
ably gets the busines 

A recent TV commercial about 
two unlucky salesmen who had 
trouble curbing their crusty coll 
ures sitting dejectedly in a pur 
chasing reception room. But the 
big brair d b 5 who lashed d WI 
lock F iy 


preeZe 





Berore you get too puffed up 


about how management and op 
erating people have finally recog- 
nized the valuable contribution 
purchasing can make to a com- 
pany, consider this brilliant piece 
of advice to safety engineers that 
appeared in a recent editorial in 
a widely circulated trade mag- 
azine: : 
“'., you’ve got to insist on the 
right to specify and buy ladders 
instead of leaving it to purchasing 
agents who are instructed to buy 
at the lowest price and don’t care 
anything about safety.” 
For More Information Write No. 200 
on Inquiry Card—Page 32> 
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There’s a Thermoid Hose 
for every job 
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Cut costs with 
Thermoid Conveyor Belting.. 











































And for your job, too! 


You'll find Thermoid has a hose 
that wears better, lasts longer, 
stays “‘on the job’’ to save you 
time and money. Each Thermoid 
Hose is built to do a specific job 
best. The same is true of Thermoid 
Conveyor Belting, Multi-V Belts 
and Friction Materials. Call your 
local Thermoid Distributor today. 


hermol 


Thermoid Company 
Trenton, New Jersey * Nephi, Utah 





not just strapping... but a 
STRAPPING SYSTEM! 


When you think of Brainard you automatically think of high quality steel 
strapping. Naturally, we are proud of this reputation ... but Brainard is 
more than just strapping. . . it’s a complete line of strapping, tools and 


accessories to solve any packaging problem. From the latest pneumatic 


tool to anchor plates and seals, if it’s designed for simplified strapping 


Brainard has it. 

Why not call your Brainard represéntative (we are in the yellow pages 
of all major cities). He will give you information on Brainard’s complete 
line. He will be glad to demonstrate tools and in some cases ‘supply a test 
coil of Brainard’s top quality steel strapping. 


BRAINARD STEEL DIVISION OF SHARON STEEL CORPORATION 


LARCHMONT AVE. +» WARREN, OHIO 
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Highlights of This Issue 


Reports from the Convention 


Me mber f the National Association otf Purchas- 
ing Agents at this year’s convention came away 
with a wealth of help and information, Although 
they were unable to attend a number of important 
meetings that ran concurrently, Purchasing Mag- 
izine’s d é pape! ive them a quick 
ummary the follow hg day. Thi Issue provides 
an even greater! overage of all major peeches 
Interpreting Forecasts 
View ol adit ( non on what ahead in 
business appeared the Pulse of Business sec- 
ur May 26 ie. We think their views 
Ve} ear, but u've had any doubts about 
them read Dr. Robinson Newcomb’s talk, “How 
to Interpret Forecast nm page do 


Interesting Views on Prices 
There rh parti line yn any ibjec t at N.A.P.A 


entulor Thi yeal lor example, ome con- 
flictiz but interestiz views were expressed on 
pl t Look ior then n Pre ident Bob Shillady’s 
address on page 69, Louis J. DeRose’s talk on 
legotiating price nm page 76 and Jules Back- 
! defer adn tered prices on page 8&6 


The Purchasing Agent's Job 
The nature tructure and pri 


i¢ } »blems ol the pur- 
hasing agents Job always get a good going over 

the national meeting. This year was no excep- 
tion. You'll find these analyses of your responsi- 
bilities and opportunities particularly enlightening 
ind helpful: ‘“Purchasing’s Place in America’s 
Fut ire” (John A H ll) page 70: “Job of the 
Purchasing Manager” (D. S. Gibson) page 74; 
Job of the B iyvel (Gailon Fordyce) page 78: 
Job I the k X pe litor (D 7 Keliher) page 79 


How to Save on Transportation 

The ibject of how to cut transportation costs 
ha peen one i the nottest on this year’s speakers’ 
circuit. With characteristic timeliness, the pro- 


‘ommittee came up with an expert in the 


field. If you want to know about the place of 
ransportatiol ! he purchasing picture, see 
Marshall M. Parkhurst’s talk on page 81 
The Cover Picture 
‘ Thi ISS 
the 1958-59 Executive 
Committee of the National 
Association of Purchasing 


ue’s cover shows 





Agents as they gathered 
in Chicago for the annual 
convention. From the left 
in the front row: Russell 
Stark, District 4; Robert 
Shillady, retiring Presi- 
lent; Gordon Burt Affleck, 


President; George Forbes, 
>. 


2 


District 3; Ted Thompson, 
District 6; J. G. Brandamore, District 5; Albert 
MacLean, District 9; Fred Bradley, District 2. 
Rear row: J. E. Clark, District 7: John Hair- 
grove, District 1; J. Dukehart Chesney, District 8. 
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COST REDUCTION 
PROGRAM CALLS 
FOR COLD HEADING 


Hassall Re-Design 
Often Means Big 
Savings on Parts ; 


The most important consideration 
we can point out to the designer or pur- 
chaser of fasteners and small parts is 
that any part which can be machined 
from rod stock is also potentially avail- 
able from the cold heading manufac- 
turer. This technique offers speed of 
production, without scrap loss, plus 
superior strength and appearance for 
low cost and high design efficiency 

Perhaps our greatest contribution to 
your operation is our re-design service 
An expert cold heading designer can 
very often study your drawings and 
come up with a modified part which 
will be lower in cost, stronger struc- 
turally, and easier for you to assemble 

This spacer is typical of such a 
Hassall re-design. Note the customer's 
drawing this is a stamping, not too 
accurate, with poor bearing surfaces 
and not too easy to handle in assembly 
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Stomping—wire forming 
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Cold Headed 


Now, look at this spacer as re- 
designed for cold heading. Now, a 
double collar spacer which is very ac- 
curate, structurally much stronger, and 
with much better bearing surfaces. And 
lower in cost! 

Given complete specifications, includ- 
ing a drawing and an idea of the appli- 
cation, we can quickly tell you whether 
or not it will be advantageous to have 
your part or fastener JOB-DESIGNED 
by HASSALL 

Write today for your copy of our 
new Catalog No. 106 


John Hassall, Inc. 


P.O. Box 2268 
Westbury, Long Island, N. Y. 
Manutacturers Since 1850 


For More Information Write No. 202 
on Inquiry Card—Page 32 
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ify Nich- 


Black Diamond, X.F. (Extra Fine) 
brand Swiss Pattern or Nicholson Rotary 


Power files. And ask your distributor about 


recent Nicholson File Company develop- 
All-Purpose 
ide the finest 


= 


NICHOLSON and BLACK DIAMOND FILES 


203 on Inquiry Card—Page 32 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


industrial Distributors prov 


Next time you order files, spec 


olson, 
Machinist's file. 


ments such as 


a complete selection, under the trademark 


Nicholson or Black Diamond, at your In- 
dustrial Distributor’s. 


Information Write No. 
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For More 


A FILE FOR EVERY PURPOSE 


YOUR FILING COSTS 


We make 6000 types of files. There’s one 


Jou 
— 
a 
SS 
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NICHOLSON FILE COMPANY, PROVIDENCE 1 


it will reduce your costs by 


cutting the amount of filing time. And time, 
not the file, represents the largest part 


of filing costs. 
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. Closer adherence to strict filing 
standards further reduces the cost of your 


filing operation. 
We take infinite care to produce the 


highest quality files available. You'll find 


es 


“yo 


- Just as the right Nicholson-made file 
means faster results, it also means better 





that’s exactly right for your filing oper- 


ation. Using 


results 





Career Men for Purchasing 





A T THIS TIME of year, the young men in the graduating classes of our 
colleges and universities are again facing the old query of childhood, “What 
would you like to be when you grow up?” But this time around, it’s more 
than merely conversation. It’s a time for decision 

How many of them will speak up with the answer, “I want to get into 
purchasing work.’’? 


A dozen years ago, a prominent midwestern university surveyed its 
business school graduates to find out what and how they were doing. More 
than a thousand replied. They had gone on into many different phases of 
business activity. Production, marketing, finance, and general administration 
were all liberally represented. There were just eight who reported their oc- 
cupation as purchasing—a fraction of 1%. 


Interest in purchasing has grown since then. In at least three colleges 
of business administration 


purchasing has become the largest, most popular 
elective course in the management curriculum. In one of them, it is expected 
that purchasing will be made a required course next year. That won’t make 
very much difference in the size of the purchasing class. The situation has 
merely come to the point where a small minority of graduates are taking their 
degrees with this gap in an otherwise well-rounded basic training. The school 
officials feel that this ought to be corrected 


Even more striking evidence comes from a big industrial corporation 
that recruits the most promising graduates of business and engineering schools 
each year to provide top grade executive talent for the future. For the first 
year, each trainee is assigned to work for several weeks in each major de- 
partment in turn. This gives him a broad picture of the whole operation, 
shows him what makes the company tick, gives him a taste of all sorts of 
activities, what the jobs are and how they fit into the over-all management 
scheme. 


At the end of the year, after this experience and the opportunities for 
evaluation and comparison, the trainee is asked to state his preference for a 
permanent assignment. The company can’t always accommodate these prefer- 
ences, but, logically feels that interest and enthusiasm for a particular line of 
work will result in a happier, more eager and efficient staff. 


Up to two years ago, about one trainee in twenty chose purchasing. Last 
year it was one out of every thirteen, which is about par in relation to staff 
personnel requirements. This year it was one out of nine; the purchasing de- 
partment had a choice. If the trend continues, the personnel manager will 
have to say, “Sorry, Bud. You'll have to go into production, product de- 
velopment, or sales.” 


To be sure, this is a purchasing department that is doing things and has 
earned high regard within the company. But that same opportunity exists 
wherever purchasing is done, and done well, for it is inherent in the function. 
Purchasing is an essential, responsible, and resultful job. It can be an exciting 
and rewarding career. More and more each year, it is attracting the career 
men of industry. 
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This special Ryerson saw assures square, parallel cuts and smooth edges on stainless plate... width and length tolerances 


The plus you get when it’s stainless from Ryerson 


WIDEST SELECTION — No other source comes close 


to offering a comparable range of stainless types, 


shapes and sizes—so you can always get exactly 
what you need. : 


UNIQUE SERVICE—Big-capacity abrasive saw as- 
sures the ultimate in cutting accuracy . . . and shear- 
ing, hack-sawing and flame-cutting facilities also 
meet exacting requirements. 
EXPERT TECHNICAL HELP— Ryerson specialists are 
always ready to work with you on any problem of 
stainless selection and fabrication. 

No wonder more people buy more stainless from 


: Skilled operators and perfected techniques enable Ryerson to flame-cut 
Ryerson than from anybody else. special shapes and heavy plate to an exceptional degree of accuracy. 


oe) RYERSON STEEL 
Cas 


Member of the <DD> Stee Family 


“ - 


Principal Products: Carbon, alloy and stainless steel —tubing, bars, structurals, plates, sheets —aluminum, industrial plastics, metalworking machinery, etc. 
{ T RYERSON & SON, INC. PLANTS AT: NEW YORK « BOSTON - WALLINGFORD, CONN. - PHILADELPHIA - CHARLOTTE - CINCINNATI - CLEVELAT 

PITTSBURGH ~- BUFFALO - INDIANAPOLIS CHICAG MILWAUKEE T tOuIS: Ll ANGELE AN FRANCI + SPOKANE 

For More Information Write No. 204 on Inquiry Card—Page 32 
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The Presi 


| DO NOT think that we can 
‘eliminate the effects of the 
nomic law of supply and 


eco- 
demand 
Nor do I 
think that administered prices can 
last over any long period of 


by legislative action 
time 


except as they conform to the 
basic supply and demand pattern 
The efficient purchasing agent will 
still find it 


closely in 


necessary to keep 
with the ba ic 


conditions affecting supply of the 


touch 


principal commodities which he 


dents M 


He will endeavor to make 
purchases or 


buy S 


his commitments 
the supply-demand situa- 
tion is favorable. 


Another 


cannot be 


when 


law which 
disregarded is that of 
returns. I think that 
part of our present business slow- 


economic 
diminishing 
due to 


this 
It applies in a 


down is oversight or 
many 


very 


disregard of law by 
businesses 
classes of 


Zor ods, 


particular degree -to 


sumer durable such as 





Ralph Keefer Awarded Shipman Medal 


A NEW name has been added 


to the roster of purchasing’s great 
Ralph O Keefer, recently named 
vice president of the Aluminum 


Company of America, was award 


ed the profession's highest honor 
the J. Shipman Gold Medal 
Award 

Mr. Keefer was unable to at 


national convention be- 
illness - O ¢ 
Alcoa purchasing agent, and re- 


the 


cause of 


tend 


tiring vice president for District 
6, accepted the award on M1 
Keefer’s behalf. Robert C Kelley, 


Industries, chairman of 
the Shipman Award Com 
made the presentation 

The Medal IS pre 
sented annually by the Purchas- 
ing Agents Association of New 
York. Basis for out 
standing effort in 
ment of purchasing. 

This year’s Shipman Award is 
probably one of the most popular 
and most deserved since it was 
established in 1931. Ralph Keefer 
has made thousands of friends 


Dresser 


mittee 


Shipman 


tion 1S 
the 


selec 


advance- 





and out of the association with his 
and 
cause 


kindness, gentlemanliness, 
devotion to the 


ol purchasing. 


unflaggin ig 


N.A.P.A. 
could fill 


has held a variety 


Ralph’s activities in 
are so 


numerous they 


He 


columns. 


of offices at all levels of the as- 
sociation, including a term as 
president of the Purchasing 


Agents Association of Pittsburgh. 
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By Robert E. Shillady, Vico President 


New England Electric System Compar 


CONVENTION 
REPORT 


Boston, Mass 





automobiles or 
television sets 


refrigerators or 
After a person has 
one of these very useful articles, 
provided it is in good operating, 
condition and of adequate size, he 
is not very keenly interested in a 
second 
strong 


one unless there is 


some 
improve- 
or reliability 
This is particularly 


stimulus from 


ment in operation, 


or economy 


true if past expenditures have 
been at a rate in excess of earnings 
and is heavily in debt. Many 
businesses have had it so easy 
and lush for the past eight or ten 
years that they have become care- 


less in giving value in their prod- 
that will enable them to 
stand up in competition with other 
commodities that pushing to 
get the customer’s dollars. They 
have been making slight changes 


ucts 


are 


in appearance and adding gadgets 
of doubtful utility or value 
making 


improveme nts 


in- 


stead ol needed or de- 


sirable 


New Opportunities for 
Purchasing 
Changes and the desire for new 
or better addi- 
tional the pur- 


keen and 


products bring 
opportunities to 
chasing agent who is 
alert, competent, constructively 
critical, and forward-looking. He 
must have thorough knowledge of 
the way in which materials are 
used by his company, either in 
the operation of its plant or in- 
corporation in the products it 
makes to sell. He must be con- 
stantly searching for new ma- 
terials which can be used to im- 
prove his product or lower his 
costs. He must develop sources of 
supply that are reliable in mak- 
ing deliveries at the time and in 
the quantity needed, and which 
have kept abreast of new meth- 
(Please turn to page 124) 











oo 








Purchasing’s 


Big Chance 


lhe recession may well be a blessing in disguise for 
the purchasing profession. Never before has the op- 
portunity for purchasing progress been greater—but 
there's need for the hard sell: . 


By John A. Hill 


President, Air Reduction Co, 


Recessions BRING personal 
opportunities as well as personal 
disasters. Admittedly, it’s a lot 
easier to point out the other fel- 
low’s opportunity than it is to 
seize your own. Nevertheless, I 
can not help but feel that you 
men and women in purchasing 
are one’ of the groups to whom 
this recession may well be a 
blessing in disguise. The condi- 
tions for advancing the purchas- 
ing function to its rightful position 
in company management have 
never been better. The purchas- 
ing executive who doesn’t hear 
opportunity pounding on the door 
must be stone deaf. 

Five years ago, at your annual 
convention at Los Angeles, I re- 
ferred to five basic principles of 
purchasing to which manage- 
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nents were beginning to listen 
interest. I am afraid, 
however, that as the 
the 1953-54 
this 


truggle for 


with keen 
recovery 
irom recession pro- 
The 
the 


necessity for cutting costs became 


geressed interest waned 


pronts eased; 
less urgent 

But behold the situation today! 
With 


ward the prices of the things we 


nflation having forced up- 


buy, and with the current reces- 
than 
that of 1953-54, the necessity for 


ion already more severe 
‘utting c has become ly 
cutting costs has become not only 


urgent, but dire. 


Golden Opportunity 
Once you 
golden opportunity to make your 
heard. Management will 
listen to anything which gives a 


agaln are given @ 


voices 
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mmer of hope of cutting costs. 
You well say, “Why 
should we have to sell to man- 
the cost-cutting or, to 
it another way, the profit- 
making possibilities of purchas- 


gli 


may 


agement 


put 


ing? Good management should be 
alert to these things.” Let’s face 
the facts of life. As a general rule, 
in the field of attracting manage- 
ment’s attention, purchasing dif- 
fers from other activities of the 
Periodically, usually 
and more 


business 
monthly sometimes 
frequently, management receives 
statistical reports such as produc- 
tion reports and sales reports. 
Thus, management is kept cur- 
rently how pro- 
juction and the sales department 


informed as to 


1 
are doing 


Management requires 
production and sales to account 


for their stewardships, But it is 


seldom that purchasing is re- 
quired periodically to tell about 


lack of 


; 


its accomplishment or 
accomplishment. 
Therefore, if 


purchasing is to 
realize its full potential as a con- 
tributor to profits, it 
that 
What 


must sell 
management. 
purchasing function 
the future, how it 
should be organized, what kind of 
people it will what its 
status in the organization will be, 


potential to 
the 
will be in 


require, 


will depend in large measure on 
how you the oppor- 
tunity now being offered to you 
to sell management on your 
profit-making potential 


well seize 


How to Sell Management 


I have mentioned that at Los 
Angeles I stated five principles 
which I to the 
emerging concept of purchasing. 
I would like to restate those prin- 
ciples today and to examine them 
briefly to see whether, after five 
years, they are still valid. 

Principle number one: Purchas- 
ing is not a service function but a 
profit-making activity. 

Principle number two: Where 
materials are a large part of the 
total procurement is best 
handled as a separate and distinct 
function reporting directly to the 
chief executive or to some other 
top level operating executive. 

Principle number three: The 
real purchasing job starts long 
before the specifications or re- 
quisitions are written. 


considered basic 


cost, 


Principle number four: Pur- 
chasing needs and deserves high- 
ly trained, competent personnel 
on a par with any other depart- 
ment of the business. 

Principle number five: Pur- 
chasing should be represented in 
top operating councils. 

It hardly seems necessary to 
pause on principle no. one. I am 
convinced that more and more 
managements are becoming keen- 
ly aware of the fact that purchas- 
ing is not just a service function, 
but that it is a real profit-making 
function. Today, when sales are 
declining and the prices of many 
of the things we buy are rising, 
full recognition of this principle 
was never more important. 

Today I would modify principle 
no. two by adding the word “in- 
dependent.” I suppose independ- 
implicit in a function 
which is separate and distinct, 
but I would still add “independ- 
ent” to emphasize the fact that 
purchasing must be intellectually 
as well as organizationally in- 
dependent. 

Over the last five years the 
validity of principle no. three, 
that the real job of purchasing 
starts long before the specifica- 
tions or requisitions are written, 
has been demonstrated time and 
time again. When purchasing is 
given the opportunity to apply its 
specialized knowledge of markets, 
materials and vendors, really im- 
portant savings can be accom- 
plished. I know it works that way 
in our company. 

Recently we 


ence 1S 


were buying 
equipment estimated to cost 
$600,000. Our Purchasing De- 
partment, by reason of its knowl- 
edge of the manufacturing proc- 
esses involved in the production 
of this equipment, was able to 
suggest design changes which 
saved us $110,000. 


What Makes a Good P.A.? 


The fourth of the basic princi- 
ples which I have mentioned is 
that purchasing deserves and 
needs highly trained, competent 
personnel on a par with any other 
department of the business. If 
purchasing is to be a full-fledged 
member of the management team, 
it must be staffed with people as 
competent as those found in other 

(Please turn to page 136) 
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Purchasing editor at work. . . 


Checking the directory board. . . 


All shook up at Inform-A-Show 


_ Who's on the program this afternoon? 
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Big Steel was there too. . . 


>. Jack Peters (left) and Dick Crowley 


Three presidents- past and present. . . 
tht: Bob SI Staff Kellam, Gordo 


Renewing friendships. . . 


Thompson Products’ Glenn Hackett 
consultant Lou DeRose 


ae 


Shipman Medalis 
t George Renard 
‘ercoran, Stu Hi 


Bob Swanto! 


Big turnout for Governmental Buyers meeting. . . 


Purchasing's greatest honor. . . 


Alcoa’s Tom English epts Shipman Award for ailing 
Ralph Keefer. Dresser Industri Bob Kelley made the 


presentation 





The Job of the 


Purchasing Manager 


By David S. Gibson, Vice President—Purchasing, 


Worthington Corporation, Harrison, N. J. 


rm 

I HE BASIC responsibilities of 
the head man in charge of pur- 
chasing are the same whether his 
company is large or small. In a 
large company he may have many 
people reporting to him, and in 
the very small company he may 
be “chief cook and bottle washer,” 
with only a part-time typist. For 
both large and small purchasing 
departments the jobs of managing 
and being on the management 
team are the same. 

In my view, a purchasing man- 
ager’s greatest asset is knowing 
how to get along with people. I 
would rate his knowledge of pur- 
chasing second. Of course it is 
nice to have people say about you, 
“That fellow knows purchasing 
like a book”—such comments are 
a matter of professional pride. But 
I think we ought to be just as 
eager, if not more, to hear it said: 
“There goes a man who knows 
how to manage people.” To be 
really successful in purchasing a 
man should have both attributes 
—knowledge of purchasing and 
ability with people. With the two 
attributes he can develop himself 
into the kind of purchasing man- 
ager we all hope we are or aspire 
to be. 

The job of a purchasing man- 
ager can be divided into two 
categories. The first is 
planning. The second is control- 
ling or executing the plans. 


major 


Importance of Planning 


Planning sometimes turns out 
to be more complex than you 
might suppose. In planning his 
job the purchasing manager will 
have to address himself to these 
problems: 

1. He must establish purchas- 
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ing policies. This requires a 
great deal of thought and analysis. 
Once the right policies have been 
adopted, many doubts, 
tainties, and “snafus” can be 
avoided. Inadequate or poorly- 
thought-out policies will simply 
multiply his headaches. 

2. He must establish operating 
procedures. A manual of proce- 
dures, as well as basic policies, is 
very helpful. 

3. He must establish the func- 
tions to be performed and the 
scope of authority for each in- 
dividual involved in carrying out 
each ‘job. 

4. He must decide how many 
people will be required to carry 
out the various job functions, and 
what qualifications are needed for 
each. In small organizations it is 
often possible to assign several 
functions to one person. Con- 
versely, in a large company sev- 
eral staff men may be required to 
perform one function—for ex- 
ample, buyers, expeditors, clerks, 
etc. The purchasing manager 
visualizes this with an organiza- 
tion chart. 

5. He must establish and battle 
perennially for his budget. 

6. The purchasing manager 
must establish standards of per- 
formance for all job functions. 
This permits the staff to know 
what is “par for the course,” and 
what is expected of each depart- 
ment member to qualify as a 
satisfactory performer on _ the 
team. 

7. He must establish purchas- 
ing objectives—the how, what, 
where, and when to buy. The pur- 
chasing manager should have a 
short-range plan as well as a 
long-range blueprint. He must, 


uncer- 


however, be flexible and able to 
adjust to meet changing condi- 
tions. 


Carrying Out Plans 

Once the basic thinking and 
planning is done, the purchasing 
manager goes to work to accom- 
plish the plan. This in many ways 
is the most difficult part of the 
job. A man can be a world-beater 
at planning the procedures of 
purchasing, but if he can’t “sell” 
them to his staff and arouse their’ 
enthusiasm and support, he has 
accomplished only half his job. 

The task of controlling or ex- 
ecuting purchasing plans consists 
of many elements, chief 
which are: 
1. Selecting the best qualified 
people for the various job assign- 
ments. 
2. Explaining the master plan to 
them and outlining the scope of 
their authority and _ responsibili- 
ties. The purchasing manager 
must delegate responsibility but 
not abdicate. The overall purchas- 
ing responsibility rests with hini. 


3. Discussing the organization 
concerned, so 


among 


charts with those 
they can visualize the relation- 
ship of their jobs to the rest of 
the department and to the cor- 
porate structure as a whole. Each 
man should see how his particu-. 
lar job dovetails with the overall 
organization. 
4. Making sure that each mem- 
ber of the purchasing department 
clearly understands what is ex- 
pected of him in the way of stand- 
ards of performance. 
5. Establishing check points of 
performance to determine what 
progress is being made in accom- 
plishing objectives and living up - 
to standards. 
6. Agreeing on a time table to 
accomplish the planned objectives. 
The time table is more likely to be 
kept if those who participate have 
helped fix the date themselves 
7. Motivating his people and _in- 
spiring them to better perform- 
ance is, as I have said, one of the 
most basic tasks of the purchasing 
manager. He should show a per- 
sonal interest in them and help 
train them for advancement. He 
may find it advantageous to estab- 
lish periodic personal appraisals 
of his people in trying to help 
them improve. The purchasing 
(Please turn to page 128) 
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Keeping up with the convention news in Purchasing 
Magazine’s daily paper. 


Lon Cheyney, Ed Chambers and Staff Kellam take 
a quick lunch before heading for the next general 
convention session. 


Dr. Stan Dards being interviewed at Standard- 
ization Clinic. 


a “That sure was a good speech!” 


pert aa aaEeeE_-" ry 
ere see x 


The U. S. Steel booth drew a large crowd. » , a 


Outgoing President Robert E. Shillady gives w 
his address. 
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Bz FORE INFLATIONARY 
theories became fashionable, 
price in our economic system was 
the result of free market forces. 
When supply and demand were 
out of balance—as they are now— 
price adjustments brought them 
back into balance. Efficiency was 
rewarded. The market paid pre- 
miums to those who satisfied it 
best. Mediocrity, on the other 
hand, was penalized; and the sys- 
tem was merciless to those who 
satisfied no economic want or 
need. 

But the war and _ post-war 
years have confused our sense 
of values. Our competitive price 
system of supply and demand has 
steadily been replaced by a cost- 
plus philosophy. Prices escalate 
upward, regardless of market de- 
mand. They are frozen down- 
ward by artificial supports and 
restraints. Ironically, we still 
talk of our “competitive econ- 
omy.” Yet, the heart of it—a sup- 
ply-demand price system—is rap- 
idly disappearing. 

The principal cause of this de- 
velopment is the huge and grow- 
ing role of the government in 


business. Through law, regula-. 


tion, and economic policy, prices 
have been made to reflect the 
cost of maintaining a level of 
consumption, rather than the de- 
mands of the market. The con- 
cept of pricing to the customer 
has been largely replaced by pric- 


ing to cost. 
Government's Fault 


Laws and their interpretation 
further aggravate the trend. The 
fear of anti-trust action restrains 


Return to 


Competitive Pricing 
Depends on the P.A. 


By Louis J. DeRose De Rose & Associates 


price competition in important 
basic industries. The Robinson- 
Patman Act, designed to prevent 
monopoly practices, is adminis- 
tered rather to stabilize price lev- 
els. Through it all is the common 
thread of an economic philosophy 
that views price competition as 
“unfair competition,” and _ stabil- 
ity the all-important goal to strive 
for. The result has been steadily 
rising prices despite current 
over-supply. 

The problem is made more se- 
rious, however, by the fact that 
government spending has danger- 
ously compromised business buy- 
ing and selling habits. As the 
largest single customer for 17 
years of hot and cold war, the 
government has had a profound 
effect upon the way industry 
buys. Subtly, but steadily, fea- 
tures of government procurement 
policy have crept into industry 
buying. The result is that private 
business objectives have fre- 
quently been confused with social 
or political aims. 

It is, for example, a matter of 
law that government procure- 
ment will be by formal, adver- 
tised bidding. Negotiation must 
be rigidly curtailed. 


When to Negotiate 


Now, negotiated purchasing is 
in no way a substitute for adver- 
tised or competitive bidding. 
Rather, .it is a necessary tool 
supplemental to it. Bids or quo- 
tations are still solicited from re- 
sponsible suppliers. However, 
where the proposal is a terminal 
step in advertised bidding, in ne- 
gotiation, it is an initial one. Ne- 


gotiation lends itself most readily 
to industrial procurement needs: 
@ When the product or service 
is not commercially available, but 
must be produced to buyer design 
or specification; 

@ When the procurement is 
large, or extends over a long 
period of time, so that extraordi- 
nary risks may reasonably be ex- 
pected; 

@ When there are anticipated 
design or specification changes, 
large follow-on requirements, or 
variations in schedules and rates; 
@ When the procurement in- 
volves a substantial investment 
for tooling or engineering; 

@ When procurement time is of 
the essence. 


When to Use Bids 


Obviously, the circumstances 
cited are not daily ones. For rou- 
tine purchases negotiation is cost- 
ly and time-consuming. Conse- 
quently, advertised or competi- 
tive bidding is the most effective 
method when: 

@ The product is commercially 
available, or produced to indus- 
try or government standards; 

@ When: its specifications are 
clear and complete, with little 
room for misinterpretation; 

@ When there’ are sufficient 
qualified suppliers: willing and 
able to compete; 

@ When the market is active, 
and prices responsive to supply 
and demand forces. 

However, when these factors 
are lacking—and in industry they 
often are—bid buying aggravates 
the cost-plus pricing trend. It al- 

(Please turn to page 128) 
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The New President 


N.A.P.A.’s new president, Gor 
don Burt Affleck, comes to the job 
with a background that makes 
him exceptionally well qualified 
for the post. He has just completed 
a term as N.A.P.A. vice president 
for District 1, an 
served five years on 
Education Committee 
held a number of ot! 
positions 1n N.A.P.A 
term as financial officer 

The new president 
ing agent of the Churcl 
Christ of Latterday Saints in Sal 
Lake City. He joined N.A.P.A 
1940 when church officials asked 


him to take on the job of 


purcl 
ing agent. For Mr. Affleck the 1 


assignment meant gI\ 


uccessful law practice. However, 
he has been equally successful as 
a P.A 

Starting as virtually a one-man 
purchasing department, he ener- 
getically expanded his buying 
organization so that it now con- 

ts of 9 buyers, 13 girls and ad- 
ditional warehousing personnel. 
Through his efforts, purchasing 
has gained a strong position in his 
church’s management. 

Mr. Affleck is married, has two 
daughters and six grandchildren 
He describes the grandchildren 
as his “number one hobby.” 

The selection of Mr. Affleck to 

icceed Robert E. Shillady means 
hat N.A.P.A. is assured of an- 


ther year of forceful, imaginative 


Gordon Burt Affleck 





Economists tell of the future; his- 
torians tell of the past. It is only the 
present that is confusing. 


T. A. Corcoran, chairman, Commit- 
tee on Paper summarizes the Mon- 
day afternoon forum. 
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Lots of pep left in the North Jersey delegation as it heads 


for home after four hectic days at the convention. 
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I HE BUYING JOB is one of 
great challenge—requires broad 
knowledge — is practically un- 
nited in potential and certainly 
s never static. 

I would like to dissect the 
buyer into several parts and 
comment on each. I have selected 
four segments and with some li- 
cenSe in the use of words, I will 
refer to them as: a) His responsi- 
bilities, b) His requisites, c) His 

‘ord, d) His remuneration. 

Responsibilities 

Responsibilities are usually con- 
sidered to be something assigned 
to a buyer to define the limits of 

tions to be taken. In setting up 
this assignment, we say that a 
‘buyer must— 

e Use the right vendors 
e@ Buy the correct materials 
e@ Buy at the right price 
e Negotiate where necessary 
e Keep out of trouble legally 
e Conduct 

ethically 
e Handle requisitions promptly 

Maintain good relations with 

vendors 

Maintain good relations with 

other departments 

Make sure materials are in 

on schedule 

Look for substitute materials 

Improve packaging 

Keep informed on markets 

Use most economical trans- 

portation 

Investigate new products 

Arrange for return of un- 

satisfactory material 

Investigate and recommend 

standards 

Clarify invoice variations 

Arrange for sale or disposal 

of surplus and scrap 

Keep inventories as low as 

possible 


his transactions 


By Gailon C. Fordyce, 


American Cyanamid Company, New York, N. Y. 


These are the major things for 
which we say a buyer is held 
responsible. They can be listed 
and given to a buyer with in- 
structions to perform his job ac- 
cordingly. It is not adequate to 
stop here. The buyer must feel 


The Job of the Buyer - 


Assistant Director of Purchases 


his responsibility. I think part of 
this feeling is tied in with his 
authority. A buyer should be 
delegated as much authority as 
his capabilities will allow and 
which would be in keeping with 


(Please turn to page 120) 





Report on Harbridge House 


Tue LONG-RANGE develop- 
ment program for N.A.P.A. 
recommended by MHarbridge 
House will shortly be in the hands 
of local association presidents and 
national directors. George Aljian, 
chairman of N.A.P.A.’s Organiza- 
tion Planning Committee, an- 
nounced completion of the plan at 
the convention’s opening session. 

Mr. Aljian also revealed the 
basic objectives of the program. 
The plan, he said, is a means of 
“taking a fresh look” at the pur- 
chasing profession by: 

(1) Assisting top management 
to gain a greater understanding 
of the purchasing function and its 
proper role in material manage- 
ment; 

(2) Assisting purchasing agents 
to participate more effectively on 
the management team. To do this 
by developing a stronger manage- 
ment point of view and by recog- 
nizing more fully the contribution 
purchasing can make to company 
profitability, particularly through 
the broader functions of material 
management; 

(3) Developing yardsticks to 
enable top management to evalu- 
ate the performance of the pur- 





Program 


George Aljian 


chasing department and to permit 
the purchasing agent to evaluate 
the performance of his buyers. 

The Organization Planning 
Committee, Aljian said, is in full 
accord with the general outline 
of the Harbridge House Plan. But 
it is not suggesting immediate 
adoption. That is why it is being 
disseminated to local officers and 
eventually to the entire associa- 
tion membership. “Success of the 
rather ambitious plan” he said, 
“is wholly dependent on the full 
support of members and their 
local officers.” 
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~The Job of the 
Expediter 


U npoustebty. a discussion 
of the expediting function would 
this 
competition 


have been more timely if 
1956 
among purchasing people was ex- 
keen. Then each 


were when 


tremely man 


was fighting to obtain his share of - 


the material allotments. 
' Today times have changed. 

True, the present delivery sit- 
uation is excellent. However, 
there is a definite need for good 
expediting, for you will always 
have specially fabricated items 
which must be carefully watched 
if the project is to be completed 
on schedule or if production is to 
be maintained with a 
of inventory. 


minimum 


We are now in a period where 
reduced our invento- 
ries, whether by our own initia- 


we have 


tive or by a directive from man- 
agement. This requires a coordi- 
nated schedule if we are to elim- 
stockouts which can cause 
bottlenecks and 
downs in a production line. 


inate 


costly shut- 


An Expediting System 

In purchasing, we always speak 
of price, quality and delivery as 
the determining factors in award- 
ing a contract. If you agree that 
delivery is a part of your respon- 
sibility, you should have a sys- 
tem that will bring the material 
into the plant and on the job 
when required. This . system, 
whether it be expediting or fol- 
low up, should achieve the same 
result. 

At present, many of us are 
faced with the unpleasant task 
of reducing our overhead. Un- 
fortunately this may affect the 
efficiency of our department, as 
in some cases good men are re- 
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By Donald T. Keliher, 


Director of Purchases 
U.S. Metals Refining Co 


leased. This undoubtedly is one 
of the most unpleasant tasks that 
a purchasing man must face in 
his career 

However, in this reduction, it 
will be wise to keep in mind that 
our follow-up or _ expediting 
should not be curtailed to such 
an extent that it will be ren- 
dered completely inefficient. It 
might be that if you had an ex- 
pediter on the road, your system 
could be revised to keep travel 
at a minimum and you could 
then follow the orders by mail, 
telegram, telephone or an occa- 
sional trip. 


Eliminating Bottlenecks 
By doing a good job and elim- 
inating bottlenecks, we can con- 
tribute to the growth of our com- 
pany and its production. I ask 
you, what good does it do to buy 
wisely with a saving of a thou- 


-sand dollars per unit if the de- 


livery is not made as scheduled 
and the production line is shut 
down with a loss which exceeds 
whatever saving we might have 
made. 

Over the past several years I 
have heard many discourses on 
the subject, “How To Sell Pur- 
chasing To Management.” They 
have all been good, but have ne- 
glected one particular item. What 
seems to be missing in speeches 


‘of this type is “on-the-job per- 


formance.” The best way I know 


of selling purchasing to manage- 


ment is to do a “good job.” By 
so doing, you will have made a 
sale. Good deliveries are a part 
of the job. 

What of expediters? Well an 
expediter, well-trained and ag- 
gressive, can save the purchasing 


executive many hours of em- 
barrassment if he does his job 
efficiently. The expediter’s desk 
is a fine training ground for the 
job of buyer, for it affords the 
man the opportunity to learn 
materials, transportation and 
vendors. Working closely with 
the buyer, he is also afforded the 
opportunity to learn about buy- 
ing and its problems. As he de- 
velops and works with the en- 
gineer or technical man on vari- 
ous projects, he will have many 
an opportunity to visit vendors’ 
plants. 

However, it would be well to 
remember that, although expe- 
diting affords good training, it 
does not necessarily mean a good 
expediter will become a good 
buyer. Unfortunately, a line of 
succession has been set up where, 
in some organizations, a man will 
advance in such a manner. If the 
administration of a purchasing 
department rests in your hands, 
you should annually appraise 
your people so that when a va- 
cancy occurs, you will have the 
right man for*the job and not 
have to rely on a seniority or 
line of succession solution. 

Follow-up and expediting are 
necessary and an integral part of 
the purchasing function. Your re- 
sponsibility not only lies in price, 
quality and the fine’ reports 
which you turn in to management 
with regard to,cost reductions. 
Your performance will also be 
judged by management—based 
on the delivery of material when 
needed to insure the uninter- 
rupted production of the plant or 
plants for which you are respon- 
sible. 








Chain Belt’s excellent exhibit attracted a great deal 
of attention from materials-handling-conscious P.A.’s. 


The Scott Paper booth featuréd Roger Price’s Doodles. 
I 


The Cities Service booth tied with 
the Recordak booth as the most in- 
formative exhibition at the Inform- 
A-Show. 


As always, Mine Safety Appliance had an exceptionally 
interesting exhibit of safety devices. 


It wasn’t hard to figure out why 
there was so much interest in the 
Calumet Iron & Supply Co.’s exhibit. 


< 


The Riegel booth was well attended too. 
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Seven Ways to Cut 
Trafhe Costs 


an tn 
| HE EASY as umption by some 
that transporta 
ontrollable be- 
state and federal regula 
These costs can be 
extent by 


purchasing agents 
tion costs are unt 
cause ol 
tions is false 
controlled to a great 
making certain 

e The 


scriptior 1s 


correct 


goods purchased 

@ Quantities of goods ordered a! 
adjusted to the mode of trans 
tation and the rate 
plicable 
e The 
ratings or 
established betweer 
destination 

@ Use 
transit 
e The proper mode 
tion 1s 


ee 
proper Da 


commot 


made 


services. 


selected. 
e@ The correct applic: 
is made to the bills « 
to the freight bills 
@ Proper packing of the materials 
is provided so that loss and dam 
age claims may be reduced to 
a minimum. 

I would like to review the fore- 
going items in more detail 

One: Freight 


scriptions 


ification de- 
little 
relationship to trade nomencla- 


clas 
frequently bear 
ture to which you are accustomed 
All commodity vary 
siderably with descriptions. Thus 


rates con- 
the correct description of articles 
should be determined when the 
purchase is made. 

Two: There is a wide range of 
minimum weights available for 
volume in shipments among the 
different modes of transportation 
For example, when shipping steel 
by truck, there are minimums of 
20,000 Ib, 24,000 Ib, 30,000 Ib, or 
32,000 lb. By rail there are mini- 
36,000 Ib, 40,000 Ib, 


mums of 


1958 


By Marshall M. Parkhurst 


sf Ma jer, International Horvester Co 


50,000 lb. 56.000 Ib. 
100.000 Ib 


weights range from 3000 tons up 


80,000 Ib, or 
3y water the minimum 


Rates will vary accordingly. 
Three: That a proper basis of 
exception ratings or 


commodity 
ratings or commodity rates is in 
effect can only be determined by 
a careful tariff check. A few rates 
have been established as a direct 
result of 
Other 


orders 
reflect a meeting of 


Commission 
rates 
minds of shippers and carriers. 
ee : 
Therefore, on volume 
movements, an appraisal of perti- 


new 


nt information should be made 
the movement. If 
is found that there are no com- 
effect, 
should be started to secure neces- 
sary adjustments. Such action re- 
quires the development and pres- 
of factual data to the 
rate committees of the 


advance ol 


modity rates in action 


entation 
standing 
carriers 
Four: Transit privileges are 
granted by the carriers to ship- 
They cover such things as 
milling of grain in transit, fabri- 
cation of steel in transit, and 
in transit. The principal 
advantage here is this: it permits 
the application of through rates 
instead of a higher combination 
of rates on large movements of 
goods. A such move- 
ments from time to time should 
be made to determine if the use 
of transit would be feasible. 
Five: The selection of the mode 
of transportation should not be a 
hit or miss affair. Each type can 
furnish different types of service, 
such as carload or less carload, 
truckload or less truckload. Each 
has different types of equipment 
available to the varying 
demands of shippers and receiv- 
ers of freight. Thus it is desirable 


ners 
per 


storage 


review of 


meet 


to know a number of things about 
the individual carriers and their 
operations in relation to your 
needs. You can then apply your 
judgment in making a selection. 

Six: Errors in billing description 
by vendors and the 
carrier to properly transcribe de- 


failure of 


scriptions to his freight bills are a 
common source of overcharges 
and undercharges. Receiving de- 
partments can greatly assist in 
checking for proper billing de- 
scription. 

Seven: Packing 
are generally set forth in the 
various freight classifications. It 
is important that shippers comply 
with these provisions. However, 
many of these requirements are 
broad in scope. This 
allows for improper packing. The 
purchasing agent can do a great 
deal in insisting that vendors pro- 
vide adequate but not excessive 
packing of their goods. 

Trained traffic people will more 
than pay their own way, particu- 
larly where there is close cooper- 
ation between purchasing, ma- 
terials control and other phases 
of the business. However, if for 
one reason or another a traffic de- 
partment or trained traffic people 
are not available to you, may I 
suggest that you make full utili- 
zation of the services which can 
be rendered to you by the car- 
riers’ representatives who call 
upon you. 

These men know what their 
companies and industry can per- 
form. They are usually ready, 
willing and able to you. 
They cannot act as a traffic de- 
partment for you. But they can 
assist in the disposition of ques- 
tions and problems that you have. 


requirements 


sometimes 


assist 
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CORRUGATED 
WAIL BOX 


Gaylord Container’s Gordon Hertslet (right) Waiting for the opening session were Harold Mor- 
spent a busy three days explaining new de- rison, Zenith Carburetor Company, Detroit, and 
velopments in the packaging field to inter- William Whittle, Kellogg Switchboard Co. 

ested P.A.’s. 


The Harmonicats were among the show stoppers Stu Heinritz (right) congratulates R. S. 
at the Early Birds’ Dinner. Also on hand was Trevethan of the Maytag Co. on winning a 
opera star Patrice Munsel. General comment was copy of his book, “Purchasing” in the draw- 
that this year’s show was one of the best ever. ing held at the Purchasing Magazine booth. 


eee 


Machine tool buyers had a lively lunch. . . As did the utility buyers group. 
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Four Ways to Lest 


Business Forecasts 


. 
Due FIRST CHECK in exam- 
ining any business forecast is ob- 
viously a check on previous fore- 
from the 
Sometimes these 


casts same source. 
forecasts are 
well publicized but they may not 
be as well prepared as they are 
well publicized. 

I wonder if it might not be pos- 
sible for NAPA, either alone or in 
conjunction with 
range to analyze 


others, to ar- 
representative 
forecasts that have been made in 
the past and to maintain an ac- 
counting of forecasts as made cur- 
rently. If could 
be set up and made available to 
the members of this organization, 
you might find you had a tool 
which would you many, 
many times its cost in money and 


such a system 


save 
In time 


Right for Right Reasons? 

But even if you do know which 
forecasters have 
the past, this may not be particu- 
larly helpful unless you know 
why they have been good. A 
forecast which said the price of 
orange juice would rise on a sea- 
sonally adjusted basis in Febru- 
ary because we would be coming 
out of the recession by February, 
and consumers’ incomes would 
be rising then, would have been 
an accurate forecast of the price 
of frozen orange juice. But it 
would have been an inaccurate 
forecast of cause and effect. 

The price of frozen 
juice rose in large part because of 
an unpredicted freeze 
damaged the orange crop in Flor- 
ida. It was pure chance not 
skilled analysis, that made such 
a price forecast correct. The va- 
lidity of forecasts must depend 
not on whether they came out 


been good in 


orange 
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right but whether they came out 
right for the right reasons. 

Presuming you have selected 
the forecasters you wish to fol- 
low, how seriously do you take 
any particular forecaster? Sup- 
posing the history shows he has 
been right three times out of 
four and has been right for the 
proper reasons three times out of 
four. He has thus been right for 
the right reasons 9 times out of 
16. Not a bad record. But he may 
be wrong in this particular case 
that you are examining today or 
he may be wrong three times out 
of four in the future. 


Is He Axe-Grinding 


There are two criteria to apply 
at the start. Does the forecaster 
have an axe to grind? If the 
President announces in 1930 and 
in 1954 and in 1958 that things 
look promising, and if the oppo- 
sition announces in 1930, 1954 
and 1958 that things are going to 
the dogs, we consider the sources 
and discount the statements in 
accordance with our judgment as 
to the purpose behind the state- 
ments. Forecasters are human, 
too 

The next check is a simple 
one. Is the forecaster merely pre- 
dicting more of the present? This 
is the safest forecast to make. 
Momentum can carry any situa- 
tion forward for some time. 

If people buy automobiles at 
an unusually slow rate in the 
spring, and spring weather is up 
to average in pleasantness, the 
probability is that they will con- 
tinue to buy at a slow rate, on a 
seasonally adjusted basis, for sev- 
eral months past the spring. 

If the reasons behind the 
statement that the current trend 


will continue are cogent, the fore- 
caster may have a 4 to 1 chance 
of being right. The difficulty with 
such a forecast, of course, is that 
the purchasing agent wants to 
know when the change is coming. 
The forecast of no change gives 
them confidence to operate in the 
immediate future but leaves them 
looking for the forecast which 
can indicate when a change is 
likely to occur. 

But if the forecaster who has 
been right in the past for the 
right reasons and who has no ap- 
parent axe to grind today pre- 
dicts a change flowing from care- 
fully documented strains devel- 
oping in the economy, he should 
be taken seriously. 


Sizing It Up 

May I summarize by suggest- 
ing (1) that this organization 
consider grading forecasters, go- 
ing possibly from an A double 
plus to a minus Z; (2) that you, 
as individuals, either get a rating 
system from some source such as 
this Association, or develop one 
of your own; (3) that you dis- 
cover whether your forecasters 
have any discernible bias which 
may color their forecasts or their 
reasoning; and (4) that you ex- 
amine not only what the forecast- 
er is saying but why he is saying 
it. 

Finally, may I suggest particu- 
larly that you look cautiously at 
forecasts that say because a cer- 
tain set of economic figures, is go- 
ing this way or that, the economy 
is going this way or that, unless 
the forecaster says, also, that be- 
cause the series is going this way 
it is creating strains of a speci- 
fied nature which will have spe- 
cified repercussions. 





a 

l HE OBVIOUS weakening of 
residual fuel markets all over the 
country in recent months has 
drawn attention to a petroleum 
product which, in the past, has 
presented the oil industry with a 
great variety of complex prob- 
lems. 

Residual fuel oil—as the name 
implies—is a product which is not 
sought in the refining process; in 
refining crude oil, residual is es- 
sentially a by-product. Normally, 
the quantity of residual fuel 
which is produced and placed on 
the market is not related to the 
demand for this fuel. For the most 
part, the quantity of residual 
available in any given area is a 
function of the refinery crude 
runs. Of necessity, crude runs are 
normally tied to the demand for 
petroleum’s “money products’— 
_gasolines and middle distillates. 


Industrial Activity 

Thus, if gasoline demand is 
good, it usually follows that crude 
runs are high and residual fuel 
°is plentiful. If, at this time, indus- 
trial activity is high, there are no 
problems. If, however, industrial 
activity is on the decline, you 
have the perfect ingredients for 
residual troubles. No refiner allo- 
cates a substantial percentage of 
his tankage to a by-product, so 
the situation rapidly deteriorates 
to the point where “you can’t 
hold it, you can’t sell it, nor can 
you drink it.” 

The stage is now set for the 
age-old pattern-—the residual mar- 


The Outlook for 
Fuel Oils 


By Frank C. Colegrove, 


Executive Vice President, Allied Oil Company 


keting people frantically seek a 
friendly purchasing agent with 
some empty tankage. Despite his 
friendliness, he is not an anxious 
buyer. So, as a special inducement 
to him (and him only), the price 
is whittled or special terms are 
made. Inevitably it leaks out,- 
sometimes by design of the pur- 
chasing agent, and sometimes by 
accident. In any case, the results 
are the same—a competitive mar- 
keter tries to out-whittle the first 
fellow and away goes any sem- 
blance of an orderly market. 


Wide Fluctuations 


The converse of this situation 
provides substantially the same 
degree of fluctuation. After gaso- 
line and distillate demand have 
been relatively poor for some 
time and business is on the up- 
grade, the demand for residual 
usually pickes up faster than 
crude runs. To satisfy residual 
demand, the supplier in the Mid- 
west or the East Coast descends 
on the Gulf Coast refiner, 
strengthens the market on resi- 
dual and _ usually sky-rockets 
barge and tanker rates. Naturally, 
the local refiner on the East Coast 
or in the Midwest thinks his resid- 
ual is worth every bit as much 
as the imported Gulf Coast oil. 
Everyone in the residual depart- 
ment silently licks his lips and 
vows he'll get back all the money 
the company lost on the down-hill 
slide. 


I am well aware that there are 


some people who are highly criti- 
cal of the oil industry for these 
wide fluctuations. Why, they cry, 
can you sell me a gallon of resid- 
ual fuel at six cents today and 
want nine cents for that same 
quantity tomorrow? 

The answer to that question, 
I think, is real simple. Residual 
fuel, a wholesale commodity, 
operates in a really “free market” 
—there are no artificial supports, 
no subsidies, no fictitious stabiliz- 
ing factors and no one, as yet, 
has successfully repealed the law 
of supply and demand. In a “sell- 
er’s market” the seller has a good 
deal to say about the price, and 
in a “buyer’s market” you, the 
purchasing people, have your ‘in- 
ning. 

The oil industry, made up of 
many segments with conflicting 
interests, will continue to work 
on such small: profits per barrel 
that any segment’s results will be 
almost completely a function of 
volume. Consequently, each seg-’ 
ment—the producer, the trans- 
porter, the refiner and the mar- 
keter — will be exceedingly 
reluctant to sacrifice volume. The 
inevitable pushing, pulling and 
squeezing among segments will 
continue to prevent the industry 
as a whole from correcting soon 
enough in a.market when demand 
is slipping downward. In fact, 
over-correction of every major 
turn—on the up or down swing— 
will probably always plague the 
oil industry. 
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Three prominent purchasing men and their ladies 
sit one out. 


Barbara and Walter Willets, enjoy a 
private joke. 


Oratory at its very best. 


In Chicago . . . I saw a man, he danced with his wife. 


The party’s over. 


Ahl business, but not strictly. 





Steel and 


¥ © Administered Prices 


at 


| N CONNECTION with the var- 
criticisms made of admin- 
istered pricing, several points 
must be kept in mind in order to 
maintain some perspective con- 
cerning the significance of such 
pricing: 

(1) Administered prices have 
always been the major type of 
pricing in our economy. 

(2) Nevertheless, despite peri- 
odic interruptions to the long- 
term trend, our economy has ex- 
perienced a rate of growth and a 
rising standard of living which is 
the envy of the world. 

(3) The interruptions to this 
growth, namely, recessions and 
depressions, have usually been of 
brief duration. The major depres- 
sions have usually followed major 
wars and have been the direct 
result of the dislocations accom- 
panying those wars (for example, 
the 1870’s and 1930's). 

(4) Most recessions have been 
small in depth and in duration. It 
is not true that small declines 
have been converted into deep 
depressions because of the alleged 
inflexibility of administered prices. 
The most recent illustrations are 
found in the modest recessions of 
1948-49 and 1953-54. 

(5) Students of the business 
eycle usually attribute our peri- 
odie recessions to a wide variety 
of causes, including excessive ex- 
pansion of credit, excessive inven- 
tory accumulation, the relation- 
ship between savings and invest- 
ment, underconsumption, wars 
and other factors. Administered 
pricing is not given much signifi- 
cance in lists of casual forces of 
the business cycle. 
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By Jules Backman, 


Professor of Economics, New York University 


With this background of the 
nature and role of administered 
prices, it is instructive to review 
the past behavior of steel prices 
and the accompanying changes in 
output during periods of recession 
or depression. ; 

For this purpose, I have ana- 
lyzed the changes which occurred 
in the several recessions of the 
past 35 years. This study reveals 
little relationship between the 
magnitude of changes in the in- 
dexes of composite steel prices 
and in total steel production. This 
past experience may be summar- 
ized briefly as follows. In each 
instance, the maximum swing in 
output is compared with the max- 
imum change in price, although 
the two series may have made 
their peaks or lows in different 
months. 

e During the 1923-24 recession, 
steel output fell by 55.4 per 
cent while the maximum for 
finished steel prices was 11.6 
per cent. 

In the 1926-27 recession, pro- 

duction fell by 31 per cent 
while finished steel prices de- 
clined 7.2 per cent. 

In the post-1929 depression, 

steel production fell 84.7 per 
cent while steel prices fell 18.8 
per cent. 

In the 1937-38 decline, produc- 

tion fell 68.3 per cent while 
prices fell 7.6 per cent. 

In the 1948-49 recession, steel 

production declined 27.7 per 

cent while prices rose 2.9 per 
cent, 

In the 1953-54 recession, pro- 

duction fell 34.8 per cent while 

prices rose 8.8 per cent. 


e Thus far in the current reces- 
sion, steel production has fall- 
en 43.2 per cent while steel 
prices have risen 7.6 per cent. 

It is interesting to note that 
despite price declines ranging 
from 7.2 per cent to 18.8 per cent 
in the four prewar recessions, 
production fell more than 55 per 
cent in three of them. In the three 
postwar recessions, with price in- 
creases ranging from 2.9 per cent 
to 8.8 per cent, production has 
declined between 27.7 per cent 
and 43.2 per cent. 


Not the Primary Determinant 


Generally there have been 
somewhat smaller decreases in 
production during the postwar 
periods when prices rose than 
during the prewar periods when 
prices fell. I hasten to add I am 
not suggesting that the way to 
limit the decline in steel produc- 
tion is to raise prices. I am merely 
noting the fact that price change 
as such has not been the primary 
determinant of the level of pro- 
duction. ~ : 

The demand for steel is affected 
by many factors other than price. 
Consumer buying, profit expecta- 
tions by buyers, prices of substi- 
tute products, and numerous other 
factors often are more important 
than price in determining this 
demand. 

The price of steel therefore, is 
one of the less important, determi- 
nants of demand for capital goods 
and for consumer durable goods 
during periods of recession. And 
these types of- goods, of course, 


(Please turn to page 130) 
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Use quality (ss) Stainless Steels 
... available at your steel service center 


By ordering USS Stainless Steels from a steel service center, 
you can avoid costly idle inventory and get delivery of the material 
you want... when you want it. 


Here's your opportunity to combine the money-saving benefits 
of a steel service center with the fine, quality-controlled 
products of United States Steel. USS Stainless Steels are 
available right now, because of their strategically planned, 
wide distribution. 


Remember, as a part of the American SteelWarehouse Association, 
your steel service center has been set up specifically to 

handle your immediate steel demands. So the next time you order 
stainless from your steel service center, be sure to specify 

USS Stainless Steel. 


AMERICAN STEEL 
fi 


| 
| WAREHOUSE ASS'N 
\ ee! 
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Products and Ideas 


Portable Stapler 





for Assembly Line 


Production 


A NEW portable metal stapler 
has penetrating power almost as 
great as that of large pedestal- 
type stitchers. The stapler can be 
carried by hand which makes it 
unnecessary to move heavy ma- 
terials to the stapler. 

The new assembly line stapler, 
P-10, uses high tensile 

pre-formed staples. It 
will staple steel (including stain- 
less and galvanized), copper, 
aluminum, rubber, plastics, fibers, 
similar When 
the stapler 
maximum combined 
thickness of approximately .080- 
nch steel. In fastening other ma- 


model 
strength 


and materials. 


fastening metals, 
handles a 


This portable metal stapler makes assembly-line 
stapling practical in many industries where the 
stapler must be taken to the work. 


terials, the P-10 fastens up to a 
14 inch total thickness. 

The reversible - grip handle 
makes it possible to operate the 
machine in any position. The 
handle also has a conveniently 
located thumb trip trigger. A 
special ball-bearing attachment 
makes it possible to rotate the 


machine 360 degrees. As a result 
the stapler is ideal for work in 
hard-to-get-at places. 

The P-10 weighs 24 pounds and 
requires 75-90 psi air pressure. 
The manufacturer is Bostitch, 
Inc., 519 Briggs Drive, Fast 
Greenwich, R.I. 


Write No. 41 in Inquiry Card—Page 82 


Two New Welding Products Available 


An overlay of Inco-Hard “1” elec- 
trode deposit, applied to the work- 
rests of these grinders a year ago, 
is still in excellent condition. 


" 
| WO new welding products have 
been developed by International 
Nickel Co., Inc., 67 Wall Street, 
New York 5, N.Y. The first is 
Inco-Weld “A” wire, used for 
welding dissimilar alloys by the 
inert-gas welding process. The 
second is Inco-Hard “1”, used for 
hard-surface overlaying of low- 
alloy steels and cast irons. 
Inco-Weld “A” wire brings 
greater versatility to the inert gas 
welding field. It permits auto- 
matic or manual welding of over 
95 per cent of all dissimilar metal 
combinations. First uses of the 
wire are expected to be in 


petroleum refineries, industrial 

chemical plants, processing plants 

and nuclear power plants. 
Inco-Hard 


welding 


metal arc 
The deposit 
from this electrode is structurally 
Ni-Hard nickel-chro-- 
that it has the 
degree of hardness and 
abrasion resistance. The protec- 


“a 636-6 
electrode. 


similar to 
mium alloy in 


same 


tive overlay given by the elec- 
trode provides longer equipment 
life. It’s especially adapted to use 
in the agricultural, mining, earth 
moving, foundry industries. 
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MINIATURE BALL BEARINGS 


3 = featuring 


Y 


es 1. Vacuum melt 440C stainless steel 
ey 2. Balanced design 

> 3. Precision tolerances 
P ye) 


Fafnir now offers a series of miniature ball 
bearings, fabricated entirely of extra clean 
vacuum melt 440C stainless steel. This steel has a 
minimum of impurities and eliminates the 
chances of pits and imperfections in the races. 


om 


ae 
se 


>» 


Because of superior race finish, the ultimate 
results are supersensitive bearings with low 
torque values. The balanced construction results 
from separate retainers for each bearing size. 
Thus the pitch circle of the balls is ; 
centered between the bore and outside diameter. 


Made to ABEC-5 tolerances or better, these 
bearings are engineered for precision 
instrument applications where performance 
and long life are vital. 


Fafnir’s instrument bearing division has been 
expanded for production of the new miniature 
series. These bearings are made in the world’s 
cleanest metalworking area, regarded as a model 
throughout industry. 


886886666 


Fetnir’s Precision Miniature Bearings Investigate this new series of precision 

ries currently includes four design Cig 4 < - 

— a ——— miniature bearings. Write for bulletin to The 
e pe * 0 Shields - ° ° > ° - 

flanged typo © Manged Yoo Shields Fafnir Bearing Company, New Britain, Conn. 


FAFNIR 


BALL BEARINGS 
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LIST NO. 201 
A.S.A. Taper Shank No. 1) 
For Fractional Size Drills Vig 
Wire Gauge No.1 to No 52 
Letter Sizes A to U 


LIST NO. 202 


A A Taper Shank No. 2) 
For Fractional Size Drills Vis to %6” 
Letter Sizes AtoZ 


LIST NO. 203 
A.S.A. Taper Shank No. 3) 
For Fractional Size Drills 7344” to %/’ 


LIST NO. 204 


(A.S.A. Taper Shank No 4) 
For Fractional Size Drills 2%" to 1”. 





These new and improved Split Sleeves 
for straight shank tanged drills are made 
with precision holes, accurately air gaged 
for size and roundness to maintain ex- 
treme accuracy. 

Modern manufacturing methods assure a 
high degree of concentricity between the 
hole and the body of the sleeve. There is 
less run-out at the drill point, resulting in 


longer tool life and better holes. 


They are properly heat treated to resist 


distortion, mutilation and wear, and at 
the same time to provide the proper spring, 
action for easy drill release and removal. 
CLEVELAND Split Sleeves are designed 
and produced to the same high standards 
which have made the familiar < trade- 
mark famous for quality since 1876. 





CLEVELAND Split Sleeves, used with 
these Tanged $ sight Shan CLE-FORGE Drills. 
JIVE ft greater economy 


CLE-FORGE High Speed Drills have long 
been recognized for giving more holes per 
grind. Now, with the new CLEVELAND 
Split Sleeve, you can more effectively use 
tanged straight shank CLE-FORGE Drills 


and gel more flute Le neth at lower cost. 


Instead of paying for a taper shank on 
every drill, you get the needed length 


with a split sleeve—which outlasts many 


drills 


On many jobs requiring extra length 
drills, the combination of CLEVELAND 


Split Sleeves and CLE-FORGE Taper 
LIST NO. 915 


Fraction Sizes 
special tools Me" to 2 a 
I , Wire Gouge Sizes UIST NO. 916 LISTNO. 949 Heavy Duty Drill 
No. | to No. 52 Fraction Sizes Fraction Sizes ‘Fraction Sizes 
letter Sizes AtoZ " 8 tol” 


Length Drills eliminates the need for 





Below are shown seven ty pes of Special Purpose Straight Shank CLE-FORGE High Speed 
Drills. These drills are not regularly available with taper shanks, but they can be fur- 


nished with tangs (at no extra cost) and used with CLEVELAND Split Sleeves. 
ee i =, 
= 

laper lens th Re eular Milling Drills for Plastics 


SSDS SSS eee SSS 


Taper Length Heavy Duty Hy-Spira Hy-Spiral or High Helix Drills 


























_— -_ 
— — ee ES 
le 0 Helix or Drills for Brass Heavy Duty or Cotter Pin Drills 


Jobbers Length Cobalt Drills 














NEW... 


Savings 
with 
Surface 
Grinders 


Cc 


$21.20 saved each day 
with Air Sander. Ask to 
see AlRengineering 
Report S-4300.65 No. 1 


SANDING 





Ingersoll-Rand 


OFFERS YOU 

32 SIZES OF 
SURFACE GRINDERS 
AND SANDERS 





MODERN I-R Surface Grinders and Sanders— 
lightweight and versatile—are bringing down costs 
of surfacing operations in a wide variety of indus- 
tries. These rugged air tools are easy to handle, 
easy to control. They provide less operator fatigue 
—more operator production. 


Available in 32 sizes, and in speeds of 3000 to 
6000 rpm—to assure you the right tool for maxi- 
mum job efficiency. Call your local AlRengineer 
for complete facts. 


Ingersoll-Rand the leader in Grinders 
offers a total of 121 different sizes! 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
For More Information Write No- 208 on Inquiry Card—Page 32 
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Lift Truck Can Stack 
5S Drums at Once_ 


Development of an industrial 
lift truck attachment to transport 
and stack five standard 55-gal 
drums at same time is announced. 
The attachment consists of a 130” 
wide plate to which are welded 
six 3” diam rams on whith the 
drums nest for carrying and 
stacking. It attaches directly onto 
the truck fork carriage, secured 
by hangers and bolts. This mul- 
tiple drum handler has a capacity 
of 2400 lb at a 17” load center. 
It can be used on standard models 
of gas and electric powered lift 
trucks. It was designed by The 
Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15, 
Pa. : 
Write No. 18 on Inquiry Card—Page 32 


Teflon Pipé Thread 
Compound Seals Firmly 


A superior thread sealing com- 
pound with excellent chemical 
resistance properties was recently 
put into production. It is basically 
a Teflon fermulated compound. 
Its excellent lubricating qualities 
prevent galled threads and per- 
mits easier pipe joining. Pipes can 
be easily dismantled after long 
exposure to the most rigorous 
conditions. Tests on lines convey- 
ing strong acids, alkalies and 
solvents at temperatures from 
—150 F to 500 F show compound 
achieves good sealing without ap- 
plication of maximum torque. 
Abbot & Biddle Co., 2417-X71, 
Federal St., Philadelphia 1, Pa., 
makes the compound. 


Write No. 19 on Inquiry Card—Page 32 
For More Information Write No. 209 

on Inquiry Card—Page 32 
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Years ahead G-E Form G motors designed fo... 


Since these motors were first 
introduced they have been the 
key to new design ideas... . 


ideas to improve products, cut 
costs, and simplify assembly 
and production procedures. 


They can do the same for you! 0) v J C T C 0) 





Pus —», -. 


GENERAL (96) ELECTRIC 





VALUE ANALYSIS 


With General Electric Form G Motors 


Decora Manufacturing Company 


CUTS SHIPPING COSTS 
$1.50 PER UNIT 
Decora Manufacturing Company set 
ut to design a new portable com- 
pressor ... lighter and more compact 
intended to deliver a good volume 
f high pressure air. 
The Genera! Electric Form G % hp 
motor was a natural—it required 40% 
less space, weighed only half as much 
is the motor they were using, and made 
possible the new model compressor. 
Today, weight of the new compressor 
s down 30 pounds. Shipping costs are 
down an average of $1.50 per unit. 
The sleek modern lines of Decora’s 
compressor make it look better and 
sell faster. 


NEW DESIGN 


Barber-Colman, OVERdoors and Operators Division 


STANDARD G-E MOTOR 
FEATURES CUT COST 12% 
General Electrics Form G _ motor 
helped Barber-Colman realize a 12% 
Savings in manufacturing costs. And 
standard, no-extra-cost features did it 
. G.E.’s all-angle sleeve bearing de- 
sign and the removable cradle base. 


Tests proved that the G-E motor 
could be mounted shaft-down without 
sacrificing lubricating or performance 
qualities, thanks to G.E.’s all-angle 
sleeve bearing. This saved Barber- 
Colman the extra expense of  ball- 
bearing motors for this application. 
An extra benefit: In previous Barcol 
Automatic Door Operators, two heavy 
expensive mounting brackets to hold 
the motor had to be manufactured 
and assembled. In today’s design, the 
G-E motor’s removable base is spot- 
welded directly to the operator frame, 
cutting over-all product weight and 
saving on assembly time. 

In all, these advantages meant a defi- 
nite product improvement at a 12% 
cost reduction. 


Sweden Freezer Company 


BEFORE—57 Parts ¢- 


=” Bee 
= 8: 


} 
n } 


a, NOW—28 Parts 


2OO 


& 


- 


l ) i: 


FEWER PARTS REDUCE ASSEMBLY TIME 63% 


The photographs above help to show 
the design simplification which the 
G-E motor made possible in the new 
Sweden Speed Juicer. Results: 
Reduced number of parts 50%, from 
57 to 28 pieces. 


Nearly doubled production with a 
minimum increase in payroll. 

Cut installation time 63% over the 
previous method. 

Made product more compact, more 
attractive, more dependable. 


Temprite Products Corp. 











OLD DESIGN 


ELIMINATES COSTLY 
SPECIAL MOTORS 


A standard General Electric fhp motor 
enabled 


NEW DESIGN 


Temprite Products to cut 
manufacturing costs and simplify the 
design of their “Bantam 100” car- 


bonator pump. 


Temprite was using another manu- 
facturer’s special motor with an in- 
tegral pump mounting. The close tol- 
erances found on all standard Form G 
motors made it possible for them to 
eliminate the costly special motors. 
Reason: Close tolerances let them 
switch to an open, lightweight bracket 
designed by a leading pump manufac- 
turer to fit G.E.’s standard endshield. 
No special machining was required 
because every G-E fhp motor is de- 
signed and manufactured to these 
rigid specifications: 


e Each boss face (shown in “new 
design” above) is cast to 0.01 inch 
wabble relative to the bearing bore. 
e Outside diameter of the pulley end- 
shield is held to 0.004 in. tolerance 
and 0.004/.005 in. on eccentricity. 


Results: Elimination of added cost of 
special motors, a weight reduction of 
over 50%, and a more compact, lower 
cost pump. 





IDEAS 


Red Devil Tools 


650 SHAKES PER MINUTE 
General Electric Form G motor: 
built to take it ind hére’s pro 
This Red Devil paint conditioner op 
erates at the rate of 650 shakes per 
minute, a severe test for any motor 
Red Devil engineers looked long and 
hard for the right motor. They re 
quired small size. Bearings had to be 
extra rugged. Insulation had to be 
ible to shrug off vibration. Windings 
had to be bonded to stay. A break 
down in any of these components 
would cause motor failure and reflect 
on the quality of their machine 
General Electric’s standard Form G 
motor matched the extra-high quality 
Red Devil demanded. Engineers from 
G.E.’s General Purpose Motor De 
partment helped in applying the right 
motor, made many test runs, and of 
fered free engineering assistance both 
in the factory and at the Red Devil 
plant. The result: a high quality, truly 
dependable machine. 

An extra benefit: Red Devil’s cus- 
tomers, like most machine buyers, 
prefer General Electric motors 

and there’s a General Electric small 
motor service station in every part of 
the country ready to give fast, emer 
gency service. 





A full line of General Electric 
years ahead fhp motors is 
available in the ratings you need 


General Electric offers you prompt delivery on more than 850 basic models. You 


can choose the right motor for your product without buying costly “specials.” 


LET G-E ENGINEERS HELP ““VALUE-ANALYZE” YOUR 
MOTOR PROBLEM FOR POSSIBLE COST CUTS 


General Electric's sales engineers are ready to assist you in any way they 
can to help you lower costs, increase the power of your product, or 
improve its design. Years of experience have taught them many “tricks 
of the trade” which can help you meet your product requirements at 
lower cost 


Just call your General Electric Apparatus Sales Office. An experienced 
sales engineer will call as soon as possible. And, if your problem 
is especially tough, factory application engineers will be called in, too! 


Start a value analysis of your product’s 
drive system today. Call now to find out 
how you can improve your product... at 
a savings! General Electric Company, Sec- 


tion 702-66, Schenectady 5, New York. Teen ar @ ticcrare 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





HIGHLY RESISTANT 
TO CORROSION @ 
‘ 


ACCURATE 
REGULATION 
OF PRESSURE 


HYDRAULIC 
DASHPOT DAMPENS 
VALVE ACTION 


Plus 
LONG, TROUBLE-FREE SERVICE 


@ The NEW Norgren Water Pressure Regulators provide 


accurate regulation of pressure even with widely fluc- 
tuating line pressure and rapidly varying flow. Line 
pressures up to 400 psi are reduced to working pres- 
sures up to 250 psi. 


@ All parts in contact with water are designed to give 
maximum protection against corrosion, 
®@ For 4", %”, Ya", %4" and 1” pipe sizes, 


For complete information, call your nearby Norgren Representative listed in your 
telephone directory . . . or WRITE FACTORY FOR DESCRIPTIVE FORM 910 


I, ti Norgnen... Fi Dependable, 
C. A. NORGREN CO. 


3414 SOUTH ELATI STREET ° ENGLEWOOD, COLORADO 
For More Information Write No. 210 on Inquiry Card Page 32 
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Waterproof Toggle 
Switch 


A switch ha been developed 
with a “stay-on, stay-off” feature 


imilar to a toggle switch but 


without the conventional switch 
nechanism. It is completely pro 
tected against water and dust by 
being enclosed in a silicone boot 
that is permanently bonded to the 
ilicone leads. It can be furnished 
various lead lengths for othe: 
types of applications. They would 
include ones in which there are 
severe steam, humidity or chemi- 
cal solution conditions. Rating 15 
amp resistive at 115v, a-c. Ex- 
pected life is 25,000 cycles, ac- 
ording to the manutacturer 
Control Products, Inc., 306 Sussex 
St., Harrison, N.J 
Write No. 20 on Inquiry Card—Page 32 


PVC Self-Lubricating 


Ball Valve 


A quick opening ball valve that 
has no metal parts to corrode or 
ist is available. The valve body 
made of rigid Koroseal poly- 
vl chloride seat are Teflon 
that never tick o7 gall Recom- 
mended working pressures for 
izes 42” through 1'2” are: 140 
psi at 100 F; 70 psi at 130 F. For 
izes 2” to 3” recommended pres- 
are: 100 psi at 100 F; 50 
psi at 130 F. Valve is a product 
of B. F. Goodrich Industrial Prod- 
Co., Plastics Div., Akron, 
Ohio 
Write No. 21 on Inquiry Card—Page 32 


For More Information Write No. 211 
on Inquiry Card—Page 32-+ 











» After the heaviest cuts— 
, \ they disengage with a 
twist of the wrist 


Continental Counterbores are designed so that cutting 
torque produces compression rather than shearing 


stresses. This counterbore never binds—you get quick, 


easy disengagement after all cutting operations. Anti+ 


wedging action saves time and tools. 


Continental Counterbores have double driving lugs on 
the cutters which engage double abutments in the 
holders, making a single powerful tool out of the cutter 
and holder. Double bearings, one above and one below 
the lugs and close to the cutting edge, guarantee 
rigid alignment of holder and cutter. 


For more information or literature on Continental 
Counterbores, call your local Ex-Cell-O Representa- 
tive or write to Continental Tool Works in Detroit. 


TOOL 
WORKS 


Ontinenta 


DIVISION OF 
EX-CELL-O CORPORATION ¢ DETROIT 32, MICHIGAN 


56-61 
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Brick Grease Lubricates 
Without Drippage 


A high-lubricity brick grease 
IS NOW available for open-well, 
top-feed bearings. It effectively 
functions without need for proc- 
essing or frictional heat. Its work- 
ing range is from 0 F to 175 F 
In addition to increasing bearing 
life and reducing power consump 
tion, the lubricant’ eliminates 
grease around machinés. This 
lowers cleaning costs and reduce 
slipping accidents. Grease 1 
available from Keystone Lubri- 
cating Co., 3100 N. 21st St., Phila 
delphia 5 e Pa 
Write No. 22 on Inquiry Card—Page 32 








BARBER-GREENE Depends on 
Baldor Streamcooled Motors 
to Power its Asphalt Batch 
Plants & Belt Conveyors! 





Despite the most torturous use, plus 
the constant hazard of dust and dirt, 
Baldor Streamcooled Motors keep 
famous Barber-Greene equipment 
operating at top efficiency, 

day after day. 


size where it counts 


earned Baldor an enviable reputation And it really counts in molding plastic 
. : art ; ’ > 
among many outstanding parts! Example: it’s because Chicago 


This kind of superior performance has 


Molded is one of America’s largest plastic 
molders, that you gef on-time deliveries 


every time . more cost-cutting design 
If you have a power problem that ideas . . . facilities for fast, quality produc- 


demands the utmost in motor . = of anything from the smallest to the 
performance, perhaps Baldor in pi argest parts made—in any quantity. On 
‘ ~~ your next molding job, put size to work 

can help you, too! where it counts. Call: 


CHICAGO MOLDED 


Find out why you get more with Saldor iz | CRSSNEES GURPSRANEN 


. } ” j 1025 N. Kelmer Ave., Chicago 51, til. 
: , . ° 
—write for FREE color catalog! Son Phone: Dickens 2-9000 


heavy equipment manufacturers. 


BALDOR ELECTRIC COMPANY 


4353 Duncan Ave. St. Louis 10, Missouri 
Over 400 Authorized Sales & Service Distributors in U.S.A 


District Offices: Atlanta « Chicago e Cincinnati « Cleveland e Dallas « Des Moines « Detroit « Indianapolis 
Litchfield, Conn. e Los Angeles « Milwaukee e Minneapolis « New Orleans,« New York « N. Kansas City, Mo 
Oakland « Philadelphia « Portland, Ore 
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end 
natu! 


opposite 
permits 


sturdy enough 


ilding 


withstand 


Inflatable warehouse—its HYPALON’ skin 
resists weather, mildew, ozone 


Pneumatic 


Structures prov 


temporary storage space I his 


able warehouse, for example has been 


erected on a construction § site It is 


made of nylon tabric coated on both 


sides with HYPALON synthetic ibber 


This thin skin of HYPALON is 
tant 


IMpor 


Because of it. the building 


waterproof and airtight vet translu 


cent enough to provide natural lighting 


HYPALON 


ELASTOMERS IN 


16. u 5 pat. OFF 


Better Things for Better Living 
... through Chemistry 


For More Information Write No. 214 on 


JUNE 9, 1958 
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or workers inside. The HYPALON coat- 
ing Is resistant to sunlight and weather, 
us, mildew and insect damage. It 

is ozone-proot and color stable 
HyPALON coated fabric will not get 
brittle in cold weather nor will it crack 
intolded after In addi- 


HyYPALON not support com- 


when Storage 


tion will 


bustion 
HyPALON’S combination of these 


mt de Nemours 


HYPALON" -« 


| am particularly interested in 


Send me a free copy of The Du Pont Elastomers 


& Co. 


a choice 
kinds of 


Perhaps these same properties 


important properties make it 


elastomer for many coated 


fabrics 
can help reduce maintenance and re- 
placement costs in your plant. For in- 


formation on the many other uses of 


the 
Du Pont for 25 


years, mail the coupon below. 


HYPALON and neoprene svn- 


thetic rubber made by 


Inc.) 
lsomery 
aww bi 


NEOPRENE Paw 


a review of the properties of neoprene and HYPALON). 


Add my name to the free mailing list of the 
Elastomers Notebook (contains articles based 
on uses of Du Pont elastomers in industry). 
gE. § 
Elastomer Chemicals Dept 
Wilmington 98, Delaware 


du Pont de Nemours & Co 
PC-6 


Inc.) 


For More 


Information Write No 


Name 
Firm 
Address 


City 


State 
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These Rust-Oleum differences 


K ME 
MONEY, Mi 


Here are just a few of the many Rust-Oleum differences metal—because Rust-Oleum’s specially-processed fish oil 
that save time, money, metal—and help to make present vehicle penetrates rust to bare metal, driving out the air 
equipment last longer. and moisture. Attractive Rust-Oleum finish coatings 
Saves money—because the Rust-Oleum 769 Damp- provide lasting beauty in the color of your choice 
Proof Red Primer goes right over sound rusted surfaces See proof of performance with your own Rust-Oleum 
after wirebrushing rust scale and loose rust away —usu- Test Sample. See its smooth, self-leveling action... se 
ally eliminating costly surface preparation. So easy to use how you can save rusted metal and beautify as you pro- 
that one man often does the work of two. Saves money, tect. Your letterhead attached to th ipon on the oppo 
too—because Rust-Oleum provides approximately 30 7 site page will bring your FREE Test Sample. We want you 
more coverage than most ordinary materials, depending to try it yourself under your own rust-producing con- 
upon the condition and porosity of the surface. Saves ditions. One brushful tells more than a thousand words. 
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a” 


PROVED THROUGHOUT INDUSTRY AVAILABLE IN EASILY “APPLIED PENETRATES RUST 
FOR OVER THIRTY-FIVE YEARS PRACTICALLY ALL COLORS BY BRUSH, SPRAY, OR DIP TO BARE METAL 


b RR 


UP TO 30% ONE MAN OFTEN DOES STRETCH MAINTENANCE UTILIZES SPECIALLY-PROCESSED 
GREATER COVERAGE THE WORK OF TWO ‘ BUDGETS SEASON-TO-SEASON FISH OIL VEHICLE 


A 
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RUST-OLEUM 


. STOPS RUST-OLEUM : 
J ( } \ . , wust) 
af Tes 
Distinctive as your own fingerprint. ® Prompt delivery from 
Accept no substitute 


Industrial Distributor stocks. 











Condensation damage! One of the biggest 









metal sash maintenance problems can be 
stopped with Rust-Oleum! Another place 
where lasting protection cuts costly, tedious 
& maintenance to the bone 


LASTING BEAUTY FOR YOUR WATER TANKS 


Rust-Oleum cuts tank maintenance two ways: 

















(1) It eliminates costly surface preparation; © 

(2) it lasts and lasts, in your choice of colors, | 
% for over-the-years protection against sun, 
fumes, moisture, heat, weathering \ 





. a i * 


====* ATTACH THIS COUPON TO YOUR ##== = 


4 








r 
| BUSINESS LETTERHEAD FOR FREE TEST SAMPLE 
, 
« RUST-OLEUM CORPORATION 
® 2591 Oakton Street 
; Evanston, Illinois 
‘ 
s Please send me the following information about 
- Rust-Oleum, at no cost or obligation 
: Free Test Sample of Rust-Oleum 769 Damp- 
‘SExtra-Long Nap Lamb's Wool Roller coats - Proof Red Primer 
\ opproximately 70% of opposite side of A . 
3 ’ fence in same operation. Easy-flowing, pene- , t Complete literature, with color charts and ap- 
\ \ trating Rust-Oleum works around wires for Ng plication information. 
smooth coverage —no “holidays.” 
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6 Taylor-Fabricated Laminated Plastic Insulators 


Protect Control Elements 


These insulators for the 


pop-up 
mechanism, color control unit, and 
heating element in the General Elec- 
tric Automatic Toaster are made of 
continuous filament woven glass 
resin bond. 
This Taylor Fibre Co. material was 


selected for its ability to withstand 


fabric with melamine 


the temperatures encountered in the 
toasting operation, its excellent arc 
resistance and mechanical strength, 
and its cost, which is lower than that 
of the mica insulators formerly used. 

Another factor in the decision was 
the capacity of Taylor Fibre Co. to 
produce the fabricated parts to spe- 
cification, and in the large quantities 
required, at reasonable cost. 

You, too, may have applications 
utilize the combination 
physical, mechanical and elec- 


which 


t 
| 


can 


( 


trical properties found only in lami- 


LAMINATED PLASTICS 


For More Information Write No. 


of GE Automatic Toaster 


nated plastics. Our application en- 
gineers will be glad to discuss them 
with you, offer engineering assist- 
ance, and recommend a Taylor grade 
that will fit your specific require- 
ments. Our plants at Norristown, 
Pa., and La Verne, Calif., are both 
fully equipped for fast supply of 
basic materials and finished parts. 
Write us for detailed information or 
to arrange for a Taylor Fibre man 
to call on you. TAYLOR FIBRE Co., 
Norristown 36, Pa. 


ylor 


VULCANIZED FIBRE 
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Crystal Clear Vinyl 
Tubing 


vinyl tubing, 
meeting the requirements of Mil- 


A transparent 


1-744, is available in tubing 
1, 11 and 111. It has a low 
perature ASTM brittle 

100F with a maximum operat 
ing temperature of 185 F. It has a 
strength of 300 v_ per 
mil; a tensile strength of 2000 psi, 
300° ¢ 


SIZeS 
tem- 
point ol 


dielectric 


and, a 
moisture absorption of 0.5% 
Color-coded and _ printed 
numbers are easily read through 
this vinyl tubing. It is available 
Minnesota Mining & Mfg 
Co., Irvington Div., 6 Argyle Ter- 
race, Irvington 11, N. J. 

Write No Card—Page 32 


an elongation of 


wiring 
trom 
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Automatic Ohmmeter 
Tests High Volumes 


“~ 


*@ 
© cecccce 


A new instrument for testing 
electrical resistance or continuity 
is on the market. This ohmmeter 
features automatic switching, 
visual indication of resistance at 
output terminals, simple readout 
and fast response. Range switch- 
ing is accomplished by a servo 
which selects the correct 
range to insure a meter indication 
at mid-scale for any resistance 
value. It is made by Kearfott, 
Co., Little Falls, N.J. 


Write No. 24 on Inquiry Card—Page 32 
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Avoid costly down-time caused 


by electrical control failure.... 







GOLD-N-RING 
CONTROL SWITCHES 
Oil-tight, water-tight, dust-tight. 
Built with heavy duty silver alloy 





contact points, over-size terminal 
screws, superior dielectric materials. 
For full information ask for a free 
copy of Bulletin ECS-56. 








3K 3090 
1ov6oc 










Nothing is more frustrating to the production man 
than downtime caused by the failure of a minor 
component. An $85,000 machine tool down because 
of a failure of a limit switch can be as expensive 
as if it were caused by a main bearing burnout. 
National Acme’s electrical controls are designed 
by machine tool designers and built as machine 


tools are built. That means extra ruggedness, extra 


dependability but it does not mean extra cost. 













LIMIT SWITCHES 


our Bulletin EM-51. 


NAMCO SOLENOIDS 


A full line of heavy duty Limit Switches de- 
signed originally for machine tool instaliation 
but now used wherever extra dependability, 
extra ruggedness and long life are required. 
For full information ask for a free copy of 


A full line of standard and custom made Sole- 
noids for AC or DC use. Push or pull types with 
capacities up to 25 Ibs. Bulletin EM-52A provides 
information on the application, design and in- 
stallation of Solenoids. Write for your free copy 
today. 


Electrical Manufacturing Division 


National A 


THE NATIONAL ACME COMPANY 





* 191 E. 13%s¢ St. * Cleveland 8, Ohio. 








BE DOLLARS 
ALCOA ALUMINUM 
FASTENERS 


You save dollars when you use Alcoa® 
Aluminum Fasteners . .. the lowest 
cost, corrosion-resistant fasteners avail- 
ible. They are a perfect color match 
for the aluminum products you make, 
ind they insure against both galvanic 
ind atmospheric corrosion. For your 
requirements, call your nearest Alcoa 
sales office. Alcoa Aluminum Fasteners 








in all standard types and sizes. . .- 


ire readily available from the complete 
tocks of your local Alcoa distributor. 
Look in the Yellow Pages of your tele- 
phone directory. Alcoa is a “‘natural’’ 
for speci ils, too! 


V....., # 
ALCOA © alcoa THEATRE 


Exciting Adventure 
ASTENERS Alternate 
s=reremenes — Monday Evenings 


Your Guide to the Best in Aluminum Value 


REE ___ FACTS SAMPLES... FREE... FACTS 


2 Bidg., Pittsburgh 19, Pa. 


Please send complete specification data 
f Alcoa Aluminum Fasteners. 


For More Information Write No. 218 
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Vertical Gun Type 
Drilling Machine 


Deep holes that formerly re- 
quired withdrawal of the tool can 
now be drilled with continuous 
feed. Also materials that ordi- 
narily work-harden during ma- 
chining can now be drilled with 
This is the result of the 
development of a vertical gun 
type drilling machine that lends 
itself to multiple spindle opera- 


ease. 


tions. One operator can use sev- 
eral spindles by loading one while 
the others are working. Feed to 
spindle is accomplished through 
a magnetic clutch, which may be 
remote controlled. Rated capacity 
is %”. Holes can be drilled to 
742” depth. Manufacturer: Ed- 
lund Machinery Co., Cortland, 
N.Y. 
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Production Control 
System Lowers Costs 


An efficient production control 
system has been devised. It will 
display instantly in a central dis- 
patch room what is happening at 
every machine on the production 
line. The new links 
every piece of ma- 
chinery by 
wires to a 


equipment 
productive 
means of 
central production 
monitor room. There, up-to-the- 
minute production data is pro- 
vided in visual form for produc- 
tion control personnel. The sys- 
tem eliminates need for time con- 
suming paperwork at all produc- 
tion supervisory 


electrical 


levels. System 
was developed by Control Sys- 
tems Co., Jackson, Mich. 
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NEW XTRA-SAFE 


MODERN-MAGIC 
CHUCKS & COLLETS 


pest A 
Cm... 


Solid, one-piece body and 
shank construction. 


EXTRA WIDE, NO-PINCH 
LOCKING RING 

New flanged top on the locking ring pro- 
tects hands from contact with upper retainer 
spring and spindle. Extra width assures 
that the lower retainer spring will always 
be covered, regardless of position. No 
pinched hands! 


PROTECTED, WIDE 
FLANGED COLLETS 


Guard against injury when handling collets 
with greasy hands. You can't drop them, 
and hands won't ride up into the chuck. 


make live-spindle tool changes 
“on-the-run” —safely! 


THREAD TOOL DIVISION 


JONES & LAMSON 


JONES & LAMSON MACHINE COMPANY 
540 Clinton St., Springfield, Vt., U.S.A. 
For More Information Write No. 219 
on Inquiry Card—Page 32 
For More Information Write No. 220 
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your Aloyco 
Sales engineer 
has only 

One business... 
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Your Aloyco sales engineer is a specialist. . . 
he handles only one line. You, as an Aloyco 
customer, deal directly with a man who 
knows his product and its application. He is 
equipped to get close to your problems 

and you'll.find that this closeness to our 
customers goes right back to the Aloyco 
Plants. Doesn't it make sense to depend on 
the man and the company that specialize 

in corrosion resistant valves exclusively? 


ALOYCO 503 Globe Valve... retained bonnet 
gasket... bolted bonnet... OS&Y... 
renewable Teflon disc fully retained. The 
Aloyco Valve-line includes a wide range of 
alloys, types, sizes, and pressures of 

150 Ib, 300 Ib, 600 Ib and above. Nuclear 
Valves up to 2,500 Ib. 





er 
Longer lasting a; 


ALLOY STEEL PRODUCTS COMPANY : ; 
Linden, New Jersey VALVES df | 
; 


. 
° ’$, we 
Ne st* 
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Office Equipment and Supplies 





The seven and a half pound 
Italian-made Geloso portable tape 
recorder may now be used as 
a dictation transcription = ma- 
chine. This new use is afforded 
by two new controls which allow 
either finger-tip control 
or conventional foot-pedal control 
of forward, stop and backspace 
operations. Manufactured by the 
Societa per Azioni Geloso, Milan, 
Italy, the dual-purpose recording- 
dictating. machine is distributed 
through American Geloso Elec- 
tronics, New York City, North 
American sales division of the 
corporation. The low-cost rede- 
signed unit, will be marketed as 
the “portable secretary,” includ- 
ing a carrying case, a sensitive 
crystal microphone with 30-foot 
pick-up for the spoken voice, a 
reel of long-play tape and a take- 
up reel. 


remote 
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A colorful 6-page folder from 
Clarin Manufacturing Company, 
1640 West Harrison Street, Chi- 
cago shows how folding chairs 
help convert existing facilities in- 
to double-duty areas for a multi- 
tude of activities that could have 
demanded costly new-construc- 
tion or remodeling. The folder 
is amply illustrated with applica- 
tion photos showing how many 
companies and_ institutions use 
these chairs. 
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A calendar for every business 
need, in every price range, is de- 
scribed and illustrated in the 1959 
Keith Clark Catalog. The new 
catalog is available from Keith 
Clark, Inc., 130 W. 42nd Street, 


"New York, N. Y. 
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Koverite a binder cover ma- 
terial in 16 colors—has been in- 
troduced by the Barash Company 
Division of United States Ply- 
wood Corporation, New York, 
New York. The new material is 
recommended for flush-cut covers 
for presentation folders, sample 
books, and manuals. As an added 
to the 
material is shipped in special cor- 


economy purchaser, the 
rugated containers in which the 
rolls are packed with shock-ab- 
sorbing pads at each end. This 
prevents losses through damage 
in delivery 
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A new line of lightweight, ad- 
justable hand punches has been 
announced by Mutual Products 
Company, Inc., Worcester, Mass. 
Finished in grey hammertone, 
with adjustable nickel-plated se- 
lectors, the new punch gives a 
variety of hole punching combi- 
nations at the touch of a finger 
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Available from the J. Curry 
Mendes Corporation, Canton, 
Massachusetts, a new office col- 
lating and tipping machine called 
Office Tippy. 
your own duplicating department 


Forms printed in 


can be assembled by your own 
organization during slack periods 
The operator, working trom a 
seated position, can assemble the 
most intricate forms with ac- 
curacy and speed. This new ma 
chine can handle any sheet from 
postage stamp sizé up to 13 x 17 


1 hes 
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FE 
The new Quik-Flo desk mois- 


tener offers an instant flow, clog- 
proof 


brush and is guaranteed 
proof and 
non-decayable. It has no moving 


corrosion-proot, rust 


parts to wear out and is manu- 
factured by Quik-Flo Mfg. Corp., 
Avenel, New Jersey. 
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Purchasing agents will find 
plenty of helpful, basic informa- 
tion relating to business forms 
and systems in a new catalog be- 
ing published by The Standard 
Register Company, Dayton, Ohio. 
The catalog illustrates and de- 
scribes the various types of stock 
forms available and how they can 
be used to greatest advantage: 
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BUSINESS FORMS 
WITHOUT CARBONS 


NCR PAPER DOES IT!... produces cleaner, clearer copies 


Business forms users everywhere are dis- is easy to handle because it requires no | our forms printed on NCR Paper 

covering that NCR Paper speeds up carbon inserts. Up to five legible copies = °Y your} forms supplier. You ll be 

their work. Without using carbon paper can be made with a standard typewriter, @™mased Now easily ut solves the problem 

or even any carbonization, this amazir g all point pen or pencil and eight ormore_ , J ye : Aad me 20g" I > A. ve 

paper makes perfect copies of sales slips, With a business machine or electric 7 bent te separ cong ag — 

invoices, premium notices, stock requisi- typewriter. | 

tions—any one of hundreds of applica- NCR Paper is simple to use. Just put 

tions where clean, clear copies are needed together several forms. Copies are ob- * TRADE MARK REG. U.S. PAT. OFF. 
Non-smearing NCR Paper, perfected tained from hand written or business 

by the research laboratories of The Na- machine or typewriter forms. Finished 

tional Cash Register Company, elimi- copies are always neat and clean, easy 

nates smudging of copies or fingers and to read. 


supplier, to- 


day, for further information. 


NCR PAPER AND SUPPLIES 
ANOTHER PRODUCT OF 


ACCOUNTING MACHINES 
THE NATIONAL CASH REGISTER COMPANY, payion 9, onio sila senieieie . inn Ma 
989 OFFICES IN 94 COUNTRIES 
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JUST FOR THE RECORD 








In the language of perma- 
nent record papers that is 
indeed a compliment. And 
it’s one that could come to 
few that haven't the well 
known watermark of 


L. L. BROWN 
LINEN LEDGER 


(Extra #1 — 100% 
White cotton fiber) 


It is the fine cotton fiber 
and skilled craftsmanship 
in processing it that give 
L. L. Brown's Linen Ledger 
that superior enduring 
quality and ability to with- 
stand erasures, rewriting 
and hard handling. 


For Permanent Records 
that don't Show Their Age 


L.L.BROWN 


LEDGER & RECORD 


PAPERS [| 


Since 1849 


Adams, Massachusetts 








For More Information Write No, 222 
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Office Equipment 


A modernized new electric 
typewriter was introduced re- 
cently by Underwood Corpora- 
tion, New York, New York. Called 
the Documentor, the type- 
writer is a warm gray with panels 


new 


in a contrasting color just above 
and below the keyboard. Smaller, 
keys 


which are 


round, completely concave 
are arranged in 


together 


rows 
than on conven- 


with 


closer 
tional keyboards, but 
space between individual keys. A 
new key (exclamation point and 
degree symbol) makes it a 44-key 
machine. A three-position paper 
bail added for 
paper and paper 
slippage. The typewriter also car- 
ries the new Underwood trade- 
mark. Both the typewriter 
trademark styled by the 
New York Raymond 
Spilman. 


Write No 


more 


has been easier 


insertion less 


and 
were 
designer, 
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designed by 
Copiague, New 


A new . unit 
ViISIrecord, Inc., 


York, holds 16,500 specially notch- 


ed IBM cards in its lefthand sec- 
that the op- 
any one of them 
The 
hand section holds 35,000 cards in 
sets or packs. At the 
work shelf which can be rolled 
back and forth over the cards. The 
key to the high-speed system for 
handling motched punched cards 


tion in such a way 
erator can locate 
in three seconds or less. 


is a 


center 


fact that the cards are filed 
in horizontally offset banks, so 
that a 3/4 inch margin bearing 
the card’s name or number is con- 


1S the 


stantly visible. 
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Steel filing cabinets with 4 to 
36 compartments for sorting are 
available from Angle Steel, Inc., 
Plainwell, Michigan. It measures 
12 inches in depth by 60 inches 
in width by 19 inches in height 
Smaller with fewer 
compartments can be had _ also. 
Each shelf is fitted with a label 
holder and is adjustable on 1/2 
inch centers. Openings are 9 1/4 
inches in width by 11 1/2 inches 
in depth. 


assemblies 
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“ For Building Business . 

The Elbe File & Bindeg*Co., Inc., 

Fall River, Mass., published an all- 
new, 116 page, loost#leaf: & sales 
presentation cataloge It lists over 
1500 stock items afd hundreds of 
made-to-order bipgers. The fea- 

tures: 1. An -— Addse- leaf 
planning seaiod# Helpful idea 


sections for ting ‘office and 
sales efficier 3-3 ecial sections 
dealing with & ge custom-made 
products, d sing specialties, 
business gifts Yfand visual aids ; 


4. Dozens ofge [-new stock lines and 
advanced sty 


Fifer Building Business with 


e BINDERS 





right- | 


° FOLDERS | 

* PRESENTATIONS | 

nf sagan : yours FREE 

for every business ee | 
Write today 

ELBE FILE & BINDER CO., INC.| 


FALL RIVER MASSACHUSETTS 





Dept. P-6 
For More Information Write No. 223 
on Inquiry Card—Page 32 
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Plan Hold Corporation, South 
Gate, Calif., has a new vertical 
file for single large sheets such a 
blueprints, drawings, plans and 
maps. Each sheet is filed indi- 
vidually It hang fiat and free 
from wrinkles or creases. The nev 
file consists of a wall mounted 
bracket that accommodate up to 
150 aluminum hanger By at 
taching tubular tape to the sheet 
it 1 ea ily slipped on or off the 
hanger 
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Hartman Metal Fabricators. 
Inc., of Rochester, New York 
announced the addition of the 
Traveling Rack Junior Special to 
its line. The new rack carries u} 


to seven detachable trays on one 
side. Designed to maneuver easily 
in crowded quarters and pas 
through office doorways, the new 
unit can be installed where space 
limitations preclude use of a 
standard size rack with tray 
both sides 
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carbon paper 


NU-KOTE 


<<“ 


At last! a typewriter carbon with built-in 


ENDURANCE INSURANCE 


NU-KOTE first plastic-base tvpewriter carbon ever outlasts 
ordinary ¢; rbons + to 1! Cleanest coples ever. Yes, NU-K¢ ITE copies 
‘an, keep your hands clean. Comes in one weight and finish. 


Sharp, clear copies first to last. For any typewriter, for just about 


any copy job imaginable. Try it! 


FREE SAMPLE! 
For a free sample of NU-KOTE, just mail this coupon attached to 
your company letterhead. 


- Burroughs Corporation, Burroughs Division P-80 
f > An 


Dealer Sales Dept., Detroit 32, Michigan 

Name 

Firm 

Address 

City a Zone__ State 
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Association News 


U.S. Grant, Ll. 
Addresses 
Washington D.C. 
P.A.’s 


= 
5 ENERAL ULYSSES S. 
Grant, III, was the guest speaker 
at the annual “Bosses Night” 
meeting of the Purchasing Agents 
Association of Washington, D. C. 
General .Grant, chairman of the 
board of Government Services, 


Inc., spoke on “Washington, Past ° 


and Future.” 

In summarizing the past, Gen- 
eral Grant outlined eight periods 
in the growth of the city. He 
traced the city’s history from the 
advent of the white man in 1608, 
through the colonial period and 
the building of the city as the 
nation capital up to the present. 

Looking into the future of the 

ity, General Grant said: “‘Wash- 
ington has the special advantage 
that its major industry is the 
Federal Government and it may 
be expected to continue here and 
grow. But since the half and half 
share of the Federal Government 
in the District’s expenses was 
stopped in the early twenties, and 
with 51‘. of the city exempted 
from real estate taxes and the 
flight to the suburbs being stimu- 
lated at such expense to the Dis- 

't by the unsound highway 
levelopments, the problem of 
meeting the District’s necessary 
expenses has become the most 

ressing of all.” 

General Grant concluded: “We 

be confident that our prob- 
lems can and will be solved with 

e ingenuity of our people and 
the interest of the rest of the 

in their Capital. But we 

ist guard against exploitation 

its intrinsic values by any spe- 
‘ial interest.” 


Left to right: J. Lynch, Washington Suburban Sanitary Comm.; S. Sales- 
berry, Washington Suburban Sanitary Comm.; W. C. Lockhart, Jr., Chest- 
nut Farms Dairy; D. A. Cook, Purchasing Agents Association of Washing- 
ton; General Ulysses S. Grant, III, Government Services, Inc., and guest 
speaker; G. Frediani, Purchasing Agents Association of Washington. 


Standing here with General U. S. Grant, III, (center) are (left to right): 
Roland Brennan, retired D.C. procurement officer; Schuyler Lowe, director 
of general administration, D. C.; J. C. Harding, Jr., executive vice president, 
Washington Brick Co.; Rex Wesse!lls, D. C. procurement officer. 


Three prominent D. C. business men who attended the meeting are (left. 
to right): H. Shaw, assistant director of the administrative dept., Emerson 
Research Lab.; B. M. Keyes, manager of operational services, Washing- 
ton Gas Light Co.; T. Somerville, II, president Washington Brick Co. 


PURCHASING 














SHIP VIA UNITED- 
THE WORLD’S LARGEST 
365-m.p.h. CARGO LIFT 


UNITED offers you the world’s largest 365-m.p.h. cargo lift, because every 
DC-7 in the fleet carries 9000 pounds of air freight. Add to this the hefty 
capacity of United’s DC-6A Cargoliners plus the extra cargo space on every 
passenger Mainliner® and you have the most flexible air freight service avail- 
able. And when you ship United, you take advantage of such features as 
Reserved Air Freight (guaranteed space), direct airways to 80 cities, door-to- 
door service and fleet-wide radar dependability. Also, you enjoy the close co- 


operation that’s a matter of pride with United, where extra care is basic policy. 


Fo ( 

f 1ir F htl 

all ¢} 1 Air Il 
id, 

Ca S dD 

l Airl S 


Wabash Avenue, Chicago 3, Ill. 
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IT COSTS NO MORE FOR EXTRA DEPENDABILITY—ON UNITED, THE RADAR LINE 


For More Information Write No. 225 on Inquiry Card—Page 32 
JUNE 9, 1958 . 111 














See Your 

DELTA 
‘Industrial 
Distributor 


V cut faster 


v last longer 
C 


DELTA FILE WORKS, INC., PHILADELPHIA 37, PA. 
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Cleveland P.A.’s Hear 
Inventory Control Talk 


The speaker at a forum meet- 
ing of the Purchasing Agents As- 
sociation of Cleveland was Har- 
old W. Braun. He is manager of 
customer service, in charge of 
Westinghouse inventory contro] 
for the outdoor lighting division, 
Cleveland; indoor lighting divi 
sion, Vicksburg, Miss. Mr. Braun 
discussed “Scheduling for Inven 
tory Control.” 

At the evening session, Harold 
E. Matthews, | standardization 
committee chairman, showed a 
17-minute film entitled “Stand- 
ardization—a Dynamic Key to 
Economy.” Following the film, a 
40-minute show was given by the 
Shaw High School “Rhythm 
Teens,” a group of select vocal 
ists and instrumentalists. 


Salesman’s Night 
at Buffalo 


The Purchasing Agents Asso- 
ciation of Buffalo held their an- 
nual purchasing agents and sales- 
man’s night at the Kleinhan’s 
Music Hall. 

There was an over-whelming at- 
tendance of 400 people. Charles 
Schiffler, chairman, and his com- 
mittee deserve a round of thanks 
for a well planned and success- 
ful evening. 

Ken Albrecht, president of the 
purchasing agents, presided at 
the head table with accompany- 
ing guests R. Buddington, presi- 
dent of the National Sales Execu- 
tives; R. Burke, president of the 
Amigos and J. Owens, advertising 
manager for the Buffalo Business 
Magazine. 

Salesman’s night is held once a 
year to bring about a closer and 
more friendly tie between buyer 
and seller. 

The evening started out with 
cocktails followed by an appe- 
tizing dinner. Following the din- 
ner all relaxed to watch the floor 
show which was staged by per- 
formers from the Chez Ami. 
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“AV AWRY 


Wire rope users in 
every field report 
low operating costs 





Tiger Brand* Wire Rope is the first choice in all fields 
because it’s made to unvarying quality standards. It 
possesses strength, toughness and flexibility in the right 
combination to stand up tirelessly under long, hard 


SeTV 1c 





It 


Excellay Preformed construction makes it easy 












to handle quick to install. It requires shorter break- 
ing-in period . . . has less tendency to loop, kink or 
whip it hugs sheaves and drums at all speeds. And 


it offers the highest resistance to bending fatigue 


You can depend on Tiger Brand to help reduce 
operating costs ... to do a more effic ient job in any 
service calling for quality in wire rope. That’s why 


there’s more Tiger Brand in use than any other make. 






Call us today for any type of wire rope you need. Or 
write American Steel & Wire, Rockefeller Building, 
Cleveland 13, Ohio. 










American Steel & Wire 
Division of United States Steel 


WHY IT PAYS TO MOVE. 


EXHIBITS BY MAYFLOW-ER 


YOU ELIMINATE COSTS 
THESE 6 ways 


you are paying now. 


Minimizes need for costly building 
and repairing of display shipping 


cases. 


Eliminates damage to displays— 
and expensive (perhaps impossi- 
ble) repairs at the show. 


Often eliminates extra cartage, 
handling and storage costs. ~ 


4 


AERO MAYFLOWER TRANSIT COMPANY,INC. - 


Before giving yourself a hasty answer to this question, “Would it 
pay to move my exhibits by van?” .. 


. consider its obvious ad- 


vantages, plus the way it eliminates these hidden and extra expenses 


Reduces costly setup and repack- 
ing time where high-priced, extra 
show help is required. 

Elimifiates cost of rental furnish- 
ings, since you can ship your own. 


Eliminates expensive extra days of 
work and extra travel involved in 
shows—lets you spend more pro- 
ductive time in your office. 


Call your local Mayflower agent for a copy of “17 Reasons Why” to 
help plan your exhibit moving—yours without obligation. 


INDIANAPOLIS, INDIANA 


Maytiowerg 


WORLD-WIDE MOVERS 





Association News 


Cole Elected Chairman 
K.E.L. Purchasing Group . 


George H. Cole 

elected 
chairman of the Edison Electric 
Institute Purchasing and Stores 
Committee at the annual meeting 
of the group in Minneapolis, Minn. 
His election follows two years of 


George H. Cole Was 


service as vice chairman of the 
group. He is manager of pur- 
chases, Alabama Power Company 

Mr. Cole’s election to head this 
important national group follows 
a long series of honors paid by 
his associates in the field of pur- 
chasing. These include the chair- 
manship of the Public Utility 
3uyers Group, 1948-49; president 
of the Alabama Association, 1939- 
40; vice president of the National 
Association, 1944-45; general 
chairman of the first, third and 
twelfth conferences of the Pur- 
chasing Agents of the Southeast. 

Mr. Cole considers the 
standing honor paid to him during 
his purchasing career to be the 
publication in 1957 of the book 
of 154 editorials written by him 
for The Alabama Purchasor from 
1945 to 1957. The book, published 
by the Purchasing Agents As- 
sociation of Alabama, has been 
widely distributed around the 
country and has been acclaimed 
for its outstanding coverage of 
the philosophy of purchasing. 


out- 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
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Presenting new % ton corrugated container from St. Regis 


the OCTAINER 


AWARD 
WINNER 


These are the features that save vou FOURTH ANNUAL 
FIBRE BOX COMPETITION 


money in shipping and handling 


ECONOMY 


One Octainer holds 1506 t 61 valler standard units 


KNOCKDOWN SHIPMENTS — STORAGE 


Octainer stores flat effects t 


ys 


2-MINUTE SET-UP — 


and there's no need for glui j, or steel strapping For more information 


to Dept PM-658, St Reg 
SELF-PALLETIZING , 49a 
d ae , Container Division, 4600 Brook 
aie Cleveland 34 Ohio 


Octainer come: equipped with 


SIFT- PROOF 
Lip sleeve gives maximum protect against siftage c NTAINER DIV N 
STACKS 5-HIGH WITHOUT BULGING §t. Regis |*' 


ee Se ee Pw See Seen PAPER COMPANY 
1° EAST 42 STREE NEW Y r t 


YY 


Corrugated and Folding Box Units of St. Regis Paper Company 
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for efficiency and economy 


chains 
ang Sprockets 


In any drive where maximum effi- 
ciency is essential you will find Acme 
precision roller chain and sprockets 
are readily adaptable. Illustrated at 
the left are several drive applications. 

Use Acme Chain drives wherever 
dependable, efficient and economical 
transmission of power between par- 
allel shafts is required. Their correct 
principle of design provide operating 
characteristics superior to any other 
means of power transmission. Acme 
Chains and Sprockets deliver Positive 
— Efficient — Economical — Flexible — 
Rugged — and Quiet Power Trans- 
mission. Send your power transmis- 
sion problems to Acme for the right 
solution. 


Write Dept. 8-H for new 100 
page Illustrated Catalog, ir 
/ 4 


cluding new engineering se 


tion showing diagrams of 36 


methods of chain driving 


Call 


cME HOLYOKE 
MASSACHUSETTS 
for Service 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS ¢ DOUBLE PITCH CON- 
VEYOR CHAINS © STAINLESS STEEL CHAINS ¢ CABLE CHAINS ¢ FLEXIBLE 
COUPLINGS ¢ STANDARD AND SPECIAL ATTACHMENTS 
For More Information Write No. 230 on Inquiry Card—Page 32 
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New Officers Elected 
at Rock River Valley 


New officers were elected by. 
the Purchasing Agents Associa 
tion of Rock River Valley. The 
elections took place at the Faust 
Hotel, Rockford. 

L. C. Bauer, Fairbanks, Morse 
& Co., Beloit, who is the retiring 
president, will be -national di 
rector, representing the area 
group at national and district 
meetings. 

Other new officers are: W. H 
Schorenberg, Amerock Corp., 
president; G. W. Morris, J. L 
Clark Mfg. Co., first vice presi 
dent; F D Sculley, Atwood 
Vacuum Machine Co., second 
vice president; H. R. Wilde, E. D.. 
Etnyre & Co., treasurer; E. E 
Johnson, H. D. Hume Co., secre- 
tary 

Elected directors for two years 
are: A. J. Dale, Hanson Equip- 
ment Co.; B. C. Kays, Northwest- 
ern Steel & Wire Co.; and D 
Tollefsrud, Elco Tool & Screw 
Corp 

Directors for one year are: J.G 
Fair, Modern Metal Products; I 
R. Hawkinson, Camcar Screw & 
Mfg. Co.; and J. M. Stewart 
Greenlee Bros. & Co. 

At the meeting, Robert Weave) 
general manager of Cadillac Plas 
tic Co., spoke on “Getting Ax 
quainted With Plastics.” 

“Contrary to the popular be 
lief,” said Mr. Weaver, “plastic 
are not a new material. Some 
forms have been in existence for 
80 years.” 

Mr. Weaver pointed out that 
while plastic materials aren't 
cheaper than those materials 
they may replace, the job they 
can do in many _ applications 
makes them worth the additional 


cost 


Tri-City Ass’n Holds 
Ladies Nite 


The Tri-City Association of 
Purchasing Agents held their an- 
nual Ladies Nite at Johnny Hart 
man’s in Davenport, Iowa. 46. 
members and wives. attended 
Everyone enjoyed the dinne: 


PURCHASING 





meeting. Later there was danc 

ing to the music of the Club Tri 

Additional entertainment wa 

provided by President George 

Thoma ; y. year old 

play the orgal ] ! 
A later ing Wa held 

The Towers in Moline, Illinoi 

Thi meeting wa devoted 
tandardization, chairmaned 

M. H. Canham. 12 Jr 

vho won the a i 

chasing Contest 


} “epe 
iwarded a 920 


South Bend PLA.’ s 
Hear Dr. Evjen 
Purchasing Agent \ 

S mut! ; ‘nd ne ld a 
Mavi il! 


the first name in 
flexible metal hose 
and fittings 
SB 


Proved in use 


» 





for over 56 years 


When you specify FLEXON metal hose, 
you specify top performance. 56 years of 
quaiiohte tn the sgitoet user satisfaction have made FLEXON the 
range of stondord and spe- 


first name in the field. 


cial types to meet o your 


} metal hose needs ; 
i, Modern volume-production facilities 


Sp. ; ” y 
® : S O_o advanced quality control methods in 

hard hitting! os ae pr 
eet A intensive research program .. . all these 
Next time you order plastic parts, get the A. ; : : 
hard-hitting service you need—call in ss combine to bring you superior performance 
Chicago Molded' For our large staff of iad aan = ¥ : a 
engineers and designers have our year dhe oy nang. porte: Fone and value And back ot it all is the KNnOW- 


oluted hose is available in 
of experience to draw on unequalled » vOriety of types ond mate- 


how” only long experience can bring 


A complete line of FLEXON metal hose 


and fittings is available for your fluid power 


production facilities that make possible ols stainless ste 
uniform top quality, and assured, on-time bronze, and alloys 
on 


f 
i) 


delivers So for your next plastics mold ti] it 
ing job—get the service you need the = ve 


service you deserve. Call 1] 


CHICAGO MOLDED seaNnet fintegs tee otieaed needs. Find out how FLEXON can help 
L tings ore offere 
PRODUCTS CORPORATION se deli ca eee ae ~ l= you. For specific recommendations, send 
1025 N. Kolmar Ave., Chicago 51, Ill metal hose for any services 
— Dickens 2-9000 
gS. 


an outline of your requirements. 


—~ 


_f-\ Flexonics aes 





1316 S. Third Avenue e Maywood, Illinois 
In Cowra: Flexonics Corporation of Cenoda, Ltd., Brampton, Ontaric 
Manufacturers of metal and rubber hose, expansion joints, metallic 
For More Information Write No. 23 ver 56 y bellows and aircraft components 
on Inquiry Card—Page 32 : More Information Write No. 232 on Inquiry Card—Page 32 
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WOVEN WIRE CONVEYOR BELTS 
for continuous processing 


By combining movement with processing, Cambridge Woven Wire Conveyor 
Belts can help cut operating costs, maintain high product uniformity and 
increase production. Open mesh provides free air, liquid circulation for quick, 
thorough treatment of products. All-metal construction is heatproof, cold- 
proof, rustproof. Nine basic weaves available in any size or mesh. Belts can 
be woven from any metal or alloy to take up to 2100° F. or sub-zero tempera 
tures, yet resist attack from water, acid or caustic solutions. Lack of seams, 
lacers or fasteners mean long belt life, less maintenance. Special surface 
ittachments or raised edges available. Let your Cambridge Field Engineer 
recommend the belt design best suited to your needs. 


WIRE CLOTH in Bulk or Fabricated Parts 


Prompt service and delivery on industrial wire 
cloth in 9 basic weaves, any metal or alloy, from 
finest to coarsest mesh. Complete stock on most 
frequently used types of cloth for your bulk needs. 
Individual loom operation and careful inspection 
provide mesh size, uniformity and accurate mesh 
count. For fabricated parts, we'll work from your 
prints or draw up prints for your OK. Call your 
Cambridge Field Engineer for information, assistance. 


GRIPPER’ Woven wire SLINGS for 
materials handling 


Unique woven wire construction grips better, re- 
duces load damage, increases safety and lasts longer. 
Broad bearing surface gives exceptional load sta- 
bility. Can be used in basket hitch or choke hitch. 
Won’t whip, kink or tangle. Pretested and guaran- 
teed to meet load specifications. In standard lengths 
or widths—capacities up to 100,000 Ibs. Special 
sizes, alloys, PVC or Neoprene coverings on request. 








Write Direct For These 
Helpful Reference Manuals 


“({i) The Cambridge Wire Cloth Co. 


Department AK, 
Cambridge 6, 


Conveyor Belts 
Wire Cloth 
Gripper Slings 


| METAL-MESH | | | WIRE 
CONVEYOR +--+ CLOTH 
BELTS m=) FABRICATIONS 


WIRE 





LJ Maryland 
OFFICES IN PRINCIPAL INDUSTRIAL CITIES 
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Program Aids 





To assist program chairmen in plan- 
ning association meetings and com- 
pany conferences, available film and 
other program aids will be listed 
in these columns ‘from time to time 


“Oxychloride Floor Maintenance”. 
A 12-minute full color sound strip- 
film covers special problems con- 
nected with the care and mainte- 
nance of Terrazzo and Oxychlor- 
ide floors. Prints may be borrowed 
for showing from local Multi- 
Clean Distributors or by writing 
to Multi-Clean Products, Inc., St 
Paul 16, Minnesota. 


“Half-Second Butyrate”. A 15- 
minute full-color 16mm film cov- 
ers the laboratory and field tests 
made to determine the effective- 
ness of Half-Second Butyrate, a 
protective coating for exterior 
aluminum surfaces. Write to East- 
man Chemical Products, Inc., 260 


Madison Ave., N. Y. 16, N. Y. 


“Washroom Advisory”. Problems 
of maintenance superintendents 
responsible for the upkeep of 
washrooms are dramatized in a 
15-minute, full-color sound-strip 
film called “The Day That Dooley 
Found Peace.” Write to Scott Pa- 
per Co., Industrial Products Divi- 
sion, Chester, Pa. 


“This Is Flexoprint”. A sound mo- 
tion picture that points out the ad- 
vantages of using Flexoprint to 
produce or revise lists of all kinds. 
The 16-minute, 16 mm color pic- 
ture is available from Remington 
Rand, 315 Fourth Ave., N. Y. 10, 
N. Y. A descriptive folder, KD- 
837, which highlights the film, is 
also available on request. 


“Exploring With the Microtimer”. 
A 12-minute color film that shows 
machining operations performed 
on stainless steel by standard 
high-speed steel tools. The sound 
film is available from Syndicated 
Film, 1022 Forbes Street, Pitts 
burgh 19, Pa. Allegheny Ludlum 
Steel Corp. sponsored the making 
of the film. : 
For More Information Write No. 234 
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‘FELD ReFRacoRIES COMM 


DANN} 


mee. u.6 PAT OFF 


PHILADELPHIA, PA. 
500 LBS. NET 


AUTOMATION 


rtars Bulletir Yell 


our nearest {DAM ANT 


trieia 


mw Page - 
Distrib 


REFRACTORIES 


and other products 


Swanson and 


Philadelphia 


clymer sts 


47, penna 





HOW TO GET 
MORE 


FOR YOUR 


CASTING DOLLAR 





Accurate analysis of your casting costs 


uuld include a thorough knowledge 
the scope of your suppliers’ opera- 
Monarch’s new brochure gives 
ian informative guide to our modern 
inufacturing methods. 
Growth of casting usage 
Plant facilities and services 
Aluminum permanent mold castings 
Aluminum and certified zinc diecastings 
Automated permanent mold trimming 
Mechanized diecast trimming 
Secondary machining operations 
Custom finishing 
Exclusive Monarch finishes 


i oe ee 


Casting engineering analysis 
Production control 



















ACHiEVemants 
ALUminUum 

































Send for your copy today 


ACHIEVEMENTS 
ALUMINUM 


MONARCH ALUMINUM MFG. COMPANY 


etroit Avenue 


Cleveland 2, Ohio 
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ry : . 
The Job of 
ry” 
The Buyer 
(Continued from page 78) 
the administrative controls re- 
quired, such as dollar limitations 
or approval of firm, long term 
commitments. 

The fixing of a buyer’s responsi- 
bilities within the purchasing 
organization is only one_ part of 
his operating charter. The buyer’s 
authority must be underwritten 


by the basic responsibility as- 
signed to the purchasing function 


ot a-company. 
Requisites 

There have been several discu - 

sions in the past as to whether a 

hould 


education, a 


buyer have a_ technical 


business education, 


Or many years Ol experience in 
the field 

The basic requl ( fa buye 
night be listed as follow 


e A college graduate or a man 
with specialized knowledge 


gained throug! 


experience. 

@e A man with purchasing ex- 
perience to the degree re- 
quired by the job In ques- 
tion. 

@ A 
well with people 

-e A man who is an able negoti- 


man who can get along 


ato! 

@ A man who has an InquISI- 
tive nature. 

eA 


ethical 


} 
man who 


Buyer Performance 


The principles of evaluation can 
be applied to a buyer, but their 
successful use will depend on the 
individuals involved. The  ap- 
praisal itself divides into two main 


1) Work done, 2) Per- 


characteristics. The 


categories: 
sonal study 
of a given job would result in a 
determination of a full day’s work 
applied 


actions. 


solely to purchasing 


However, a _ buyer, to 
perform his job properly, must 
have additional time in which to 
acquire the knowledge we expect 
him to have of the products he 
buys, to prepare for and carry 
out negotiations, to analyze hi 
purchases for the best quality and 
quantity Ttactors and to study the 
markets in which he is dealing 
Please tu to page 123 











MAK-A-KEY 
Machine 
Key Stock 





Cold Finished 
Zine Coated 
000° - +003" Oversize 


It Changed Buyers’ Habits 








If you're still buying machine key stock in 12 
ft. lengths, storing it in steel racks, then moving 
those unwieldy lengths to your production are« 
youre missing a good bet to reduce storage 
and handling osts save production time 
and lower your key stock inventory. Buy 
Mak-A-Key, the key stock that’s packaged in 
ynvenient 12-inch ler be stored 
ut file and 


production steps, 


yths and can 
lose to your assembly area. Just 
fit Save time red 
lower down time 
STANDARD ASSORTMENT in sturdy fiber 
boord container: 3 16, 1 4, 5 16, 3 8, 


16, ] 2 in. squares 
New 7-11 Kit 7 sizes fit 11 keyways 
from 1 8 sq. to 7,16" sq. Additional sizes 


available 





DEVAN-JOHNSON COMPANY 
587 Rathbone Ave., Aurora, Ili. 


For More Information Write No. 236 
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“FOR 
IMME DIATE 


DELIVERY!” 








P\ pa \ SS 


OF NEW 


WIRE 
NEWARK 365 


ATLAS SCREW & SPECIALTY CO., INC. 
DEPT. P 


450 BROOME STREET, NEW YORK 13, N. Y. 
For More Information Write No. 240 
on Inquiry Card—Page 32 
For More Information Write No. 235 
on Inquiry Card—Page 32> 
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Owner 


Architects 
Associate 


| 
| 
Architects 4 cobs } 
Consult ng | 
Os . 

| 

| 

| 

| 

| 


“In the new Seagram building 
it’s 100% Walworth 
sew wv | Gate, Globe, and Check Valves” 


Engine ers 
General 
Controctor 
Plumbing 
Contractor uger suer Inc 


YUVA LV © FB ff 750 third Avenue, New York 17,.N. Y. 


COMPLETE LINES OF STEEL, IRON, AND BRONZE VALVES AND PIPE FITTINGS 


Distributors in principal centers throughout the world 


Walworth Subsidiaries: ALLOY STEEL PRODUCTS CO , CONOFLOW CORPORATION . GROVE VALVE AND REGULATOR CO 
M&H VALVE & FITTING CO . SOUTHWEST FABRICATING AND WELDING CO., iNC ° WALWORTH COMPANY OF CANADA, LTD. 











| 


neal 
E. F. Bauman, Director of Purchases, Federal-Mogul Div., Federal-Mogul- 


Bower Bearings, Inc., Detroit, Michigan, says, “Due to the compactness and 
completeness of Conover-Mast Purchasing Directory, it is the most used.” 


How to Cut Your 


Pa. 


Source-Finding Time in Half 


CONOVER-MAST PURCHASING DIRECTORY is de- So, now... if you want to find 
signed especially for you. It is the handiest buying suppliers twice as fast, CMPD 


[| Hens Badormtoon 


directory available for industrial purchasing men can do that for you. Use Con- 
like you. Compact, conveniently arranged OVER-MAST PURCHASING DIREC- 
complete-in-one-volume — can be kept right on roRY in place of the more cumbersome directories. 
your desk. Just read the following advantages: Others who have done so now praise the complete- 
ness of CMPD and its time-saving features. Try 
@ A one-volume directory that is wholly industrial it for one month on all your industrial purchases. 
—no non-industrial listings to slow you up in get- 


ting what you want. 


@ A directory that has 100¢;, verified listings. Conover-Mast 
nana PURCHASING DIRECTORY 


cator for each listed company—a most accurate 


measure. 205 EAST 42nd ST., NEW YORK 17, N. Y. 
: BRANCH OFFICES 
@ A directory that has a modern typographical lay - CHICAGO - CLEVELAND + DETROIT - LOS ANGELES 
out with coated paper stock. 
(ADVERTISEMENT) 
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The Job of The 
. © 
Buyer PURCHASING AGENTS find just what 
The per onal characteristic | h ] | ki f ® 
Bes got ag geome tagg ane they re looking for in 
te T ha ed to ace talr ets nt 
1 sel BALL BEARING UNITS 
p que saan 
( | tro yt ri 
uver cart 
| | Vorr Hi Ipe i 
j lly e the l l¢ pat 
Case : hind oe I | I the i¢ ° ; 
pertinent who isan a positon to | Quality of Product, 
| Sal : 
alary | t li 
Knd now tocosiderthebuyers | ® COMplete Line 
rel erat mm 2 ICI a buyer! . , 4 
! n _ ratio Ho 1 +S. —— ‘ 
IS pala Is no adoubta vel impor-— | ». 
tant thin to him and _ the Kind . . . . 
Pi fine ate pono | # Nationwide Distibitor gd 
ee ee he P| Field Engineering Organization 
h performed. | est the fol | 
Wit facto De rou ul | 
tacked up against the other ful Q Development of better bearings for the 
co ‘ machinery you build or operate and a 
e ti ; complete line to meet your changing 
r ( requirements is a continuing part of 
ei M SEALMASTER engineering. SEAL- 
é re MASTER field engineers and distributors 
yaa profi are constantly on the lookout for oppor- 
eH vm thee ( tunities to be of service on bearing 
ected by e de problems. Many times the problem can 
buve! be solved as simply as referring to a 
@ What are th successful case history of a similar 
ay problem solved fora SEALMASTER 
customer. If the situation calls for 
eH ae ee specialized engineering help, 
' s SEALMASTER engineers are 
ne fe always ready to lend a hand. 
= There's a SEALMASTER 
Phe an ‘ an Unit for every bearing 
( ped prope rly and nout requirement. 
whe n compared to other | 
h } ld g _* 
the company should e rea Ag = 
enough that the salary of a buyer 2 /@)\\ 
nu be it least i par a ‘ L 
other key me Flange Pillow Block 
Thi nust be the answer if we T — 
expect to kee p the caliber of mer me | 
required and to attract mer MO, | ee iy 
the quality necessary the p 2 f 
cnasing prote s10n scala caledaaen prec 
| A=, 
: hij . | Z ) 
FOR MORE INFORMATION ((( )) &) 
USE INQUIRY CARD Hanger Bearing Pn. 
PAGE 32 Hanger Bearing 





SEALMASTER BEARINGS A Div. OF STEPHENS-ADAMSON MFG. CO. 5} RIDGEWAY AVE., AURORA, ILL. 
For More Information Write No. 237 on Inquiry Card—Page 32 


























Control 


INDUSTRIAL 
TRAFFIC with 


Stonehouse Signs! 


Today's vast manufacturing plants hav 
spawned a new and growing hazard, vehicle, 
pedestrian and rail traffic in and around 
plant grounds and buildings. Too often, this 
traffic “just grows’”’ is left to shift for 
itself, without control 

In your plant, play it safe with 
industrial traffic signs, made for industry 
by STONEHOUSE. All signs are made of 
enduring, tested materials, and designed in 
accordance with American Standard 
spec ifications. 

Remember ... nothing costs so little, vet 
pays off so handsomely, as accident prevention! 


Write today for our free, fu color, 


64 page catalog of thousands of ready-to-ship 
safety signs, plus information about 7 


custom-printed signs to meet your spectal needs, 


SIGNS 


STONEHOUSE SIGNS, INC., Stonehouse Building, 9th and Larimer, Denver 4, Colorado 





The Presidents 
Message 


(Continued from page 69) 


ods and operate on the sound 
principle of earning business by 
giving maximum values. 

A further economic truth is that 
there can be available for or dis- 
tributed to all the people only 
such volume of goods. as is pro- 
duced by all of them. Productivity 
is the result of the combined ef- 
fort of man and machine. For a 
considerable period of time there 
has been such improvement in 
machines that productivity has 
generally increased even with less 
efficient work on the part of men 
operating them. But lately it 
seems to me that we are seeing 
the effects of the law of diminish- 
ing returns in a slowing down in 
improvement of the efficiency of 
the machine. And in too many 
cases there has been no compen- 
sating pick-up in the efficiency of 
or work by the operator. As a 
result there has been a lessening 
of productivity and a threat to 
our very high standard of living 
A further cause of higher casts 
is the unsound requirement that 
the worker be paid for non-pro- 
ductive and frequently unneces- 
sary work commonly called 
“feather-bedding”. I am sure that 
our outlook for further improve- 
ment in our standard of living 
will be greatly brightened, by the 
elimination of “feather-bedding” 
and a return to the heartening 
practice of “giving an_ honest 
day’s work for an honest day’s 
pay . 

Purchasing agents should wel- 
come the opportunity of “selling” 
their companies and their depart- 
ments to other organizations and 
to the public in general. The func- 
tion of purchasing is pretty well 
recognized as being important in 
general company management be- 
cause of its strong potential in 
contributing to profits. But we 
must recognize the truth of the 
statement by Professor Howard 
Lewis that, “It is entirely possi- 
ble for a recognition of the imm- 
portance of purchasing to compel 
a shift of the responsibility, be- 
cause managemént is’ concerned 
with performance and not with 


conformance to organization 
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charts.” Most of us have a: pira- 
tions, lofty ambitions, to fill a 
larger place in our own companie 
and in general bu ine 
come a part of management 

is responsible for the 
operation he busine 
uccessful 1 

tantly receive good 

erally termed performance, fron 


every department 


It's Up to the Individual 
Everything that we can do to 
help improve the competence and 


tatus of those engaged ir pur- 


it) 
1 


chasing is good. But in the last 
analysi the degree 
ment is largely 

vidual and mu 

through merit and 
forts. I think that purchasing ha 
gained professional status. But to 
put itona high plane and kee 
there we must practice on a hig! 
ethical level. The National A 
ociation of Purchasing Agent 
has adopted a code of ethi 

the “Principles and Standard 
Purchasing Practice” 

In the long run a 
ne or professional 
will pretty well reflect the 
motivation of his personal life 
would like to direct your atten- 
tion to one provision of a‘code 
of standards and ideals written 
by Hippocrates, greatest f the 
ancient Greek physicians and fre- 
quently called the 
Medicine”. It states 
solemnly swear by that 
hold most sacred That 
lead my life and practice my 
in uprightness and = honor” 
Though it was written specifically 
for physicians, the Hippocratic 
oath sets an enduring pattern of 
honor, integrity, and devotion to 
duty for all people in all profes- 
siom7Tis. 

To live our life and carry on 
our work in this manner it is 
important that each of us have 
ome source of uplift and inspira 
tion which we come to recognize 
For each of us, there is something 
‘that brings us closer to almighty 
God, our loving Father and 
clears our lines of communication 
with Him. We should take the 
time and make the effort to seek 


let it bring us inspira 





FABRICATION 


TO YOUR SPECIFICATIONS 


Components and weldments of all 
types tanks, bases, covers, guards... 
] 


are quickly and accurately fabricated 


by Kirk & Blum craftsmen. 


—_ 
1 


: \( YEARS OF 


Complete facilities to 4%” thicknesses in SERVICE 


mild and stainless, aluminum, monel KIRK 
and other alloys. 4. 


THE KIRK & BLUM MANUFACTURING CO.,3125 FORRER ST., CINCINNATI 


Ls 
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™~ 
PAIRED FOR PRODUCTION, this tandem 4-High Cold Rolling Mill 


processes metal bar into workable sheets operates at higher <peed to 
mat e requirements of other new production machinery 


~ ie 


ONLY ONE OF ITS KIND, thisnewChase PRECISION FINISHING of sheet and strip KEEPING TEMPER is the assignment 
Mill has the finest electronic and auto- is produced by this Sendzimir Rolling Mill — of this combination strip cleaning, an- 
matic controls available. to assure careful issures you of highest quality in your nealing, pickling and drying-out line 
ontrol of surface, gauge and quality own finished products in the new Chase production facilities 





The Vation’s Headquarters for Brass, ( opper and Stainless Steel 


Baltimore Boston Charlotte Chicagc Cincinnat eveland Dalla 








NOT EVEN A PIN-HOLE gets by the UNRIVALED SHIPPING and Han 


electronic eve of this quality control ma fies assure quick handling 
hine. Result—high quality to end costly for use. Note care Chase takes 
uur production line protect the metal 


Now you get these 5 big advantages from 
ultra-modern facilities at Chase Brass! 


1. You can now buy heavier coils—wp to 100 lbs. per inch of width 
Ink 4lniwe lded brass and up to 180 lbs. per ne h ol width in copper. | onvge! coils 


match requirements of modern high-speed production equipment in your plant. 


2. You can count on the best surface ever! Special mills now 


used are designed to produce unrivaled surface quality in both sheet and strip. 


3. You can be sure of maximum gauge control. | |tra-modern 
electronic and automatic controls protect close-tolerance gauges from end to 


end of every strip. 


4. You're assured better-than-ever annealing! New continuous 
strip annealing and be Il-type annealing furnaces protect grain size and surface 


quality far better. 


5. You can rely on delivery matched to your own production-line re 


quireme nts! Automation. speeded-up operations, faster output all combine to 


cuarantee qui ker quantity deliveries. 


Chase 4 


BRASS & COPPER CoO. 


OUT OF A PICKLE! Controlled WATERBURY 20, CONNECTICUT 
¢ is atmos vhere nonew ° 
oft -plhe rage Abe ‘ Kennecott Copper Corporation 


, 
bell-tvpe furnaces eliminate 


need for intermediate pieklin 


k (Maspe Philadelpt Pittsburgh Providence Rochester 
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SURE, 


for a 


EASY START 


AD 


_ SHALLOW 
PENETRATION 


you 
want 


AIRCO 


900 





a Airco 90C all-position elec- 
trodes are unusually efficient 
where penetration must be 


shallow. 


- Weld storage tanks, air 
frames, metal furniture, a 
broad range of sheet appli- 


cations. 


* Weld the bulk of jobs done 
by garages, small shops, and 
on farms. 


Airco 90C 


electrodes giv ea 


sure and easy arc start. Oper- 
ate without interruption on 
transformers of low open 


circuit voltage, or on DC 


, 


either polarity. Give a 
smooth, uniform, convex 


de posit. 


FREE — Send for the handy Airco Elec- 
trode Guide. It will help you select the 
right electrode for your specific job. 
Request catalog 1318. 


Authorized Airco Dealers 
in principal cities 





Air REDUCTION 


A 


Reduction Company, 


SALES COMPANY 


> of Air 


Incorporated 
150 East 42nd Street, New York 17, N. Y. 
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Return To 
Competitive Pricing: 
(Continued from page 76) 


lows to be built into quoted prices 
engineering discrepancies, esti- 
mating errors, real and imagi- 
nary contingencies—all under the 
guise of cost. 

It ignores the need for discrim- 
inating selection of source. It as- 
sumes all sources are equally cap- 
able of interpreting and supply- 
ing needs. By avoiding analysis 
and discussion of prices, it pre- 
sumes that value is achieved 
automatically. In periods of in- 
flation ‘bid buying rewards _in- 
competency, and promotes the 
spread of loose and unreasonable 
pricing. Since one man’s price is 
another man’s cost, avoiding ne- 
gotiation tends to promote the 
cost-price spiral. 


How to Relieve Recession 


Government pump-priming and 
advertising ballyhoo will not re- 
lieve the current recession. The 
problem is more than an “inven- 
tory adjustment” in consumer- 
product stock levels. It is a basic 
oversupply of industrial capac- 
ity, built up over 17 years of war 
and post-war boom. It is a reces- 
sion aggravated by artificial price 
levels, and is being prolonged by 
misguided attempts to stabilize 
or inflate these levels further. 

The economy does rot require 
another round of cost-plus esca- 
lation. What it requires is a re- 
turn to a competitive pricing 
system. Prices must. once again 
reflect the customer's ability to 
pay. Industrial purchasing must 
take the lead to promote that 
aim. 

Responsible for more than 50 
per cent of all expenditures made 
by manufacturing companies, 
purchasing has a clear and def- 
inite responsibility. It must re- 
view its sources and evaluate 
them carefully in terms of past 
and future performance. It must 
eliminate the deadwood; and con- 
centrate its efforts with dynamic, 


imaginative, and efficient sup- 


pliers’ Purchasing must _ insist 
upon full value. 
Purchasing must take more 


positive action to influence the’ 


price of goods and services it 





buys. It should encourage broad 
competitive bidding when the 
product and market permit it. It 
should negotiate when the prod- 
uct or procurement are unique. 


Start With Purchasing 


These are minimum objectives 
for purchasing. Their achieve- 
ment is a matter of vital concern 
to the whole economy. Our pros- 
pects for long-term growth are 
still tremendous. A rising popu- 
lation rate means increased po- 
tential purchasing power. Tech- 
nological advances and product 
innovation promise high and con- 
tinuing World-wide 
higher | living 
standards suggest vast opportun- 
ities for added trade and further 
investment. Indeed, the forecasts 
for the future are rightfully op- 
timistic. But growth will not re- 
sult automatically. Higher costs 
and higher prices may well stifle 
an otherwise normal and healthy 
expansion. Another round of cost- 
price escalation could easily kill 
the goose that laid the golden 


Teles 
ere. 


demand. 


trends towards . 





Job of Purchasing Mer. 


(Continued from page 74) 


manager should take his people 
into his confidence as much as 
possible. 
8. For good control the purchas- 
ing manager should establish an 
effective means of communication 
He should make sure his people 
get correct information promptly 
not scuttlebutt. They should be 
kept informed as much as possible 
about department and company 
plans, developments and accom- 
plishments. This helps build good 
morale by making people feel they 
belong to a team. 
9. The purchasing manager should 
discuss frankly with his people 
their compensation. He must be 
as fair and as liberal as possible 
in rewarding services rendered as 
well as any extra effort his em 
ployees give to the company. 
What I’ve outlined is a more or 
less ideal set of procedures. If all 
of us could do all those things to 
perfection, we’d be the best pur- 
chasing managers in the world 
For More Information Write No. 245 
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¥ . 


There's More Than Meets The Eye in this 100 Ton Heat 


determine 


ditions of sli: 


TEEL CORPORA 


ERIE, PENNSYLVANIA 





HOW TO DO 
THE DIFFICULT 





gairpanks 9205 
genet? 


Have happier workers and a happier boss 


both achieved by use of FAI RBAN KS 
COST-CUTTER TRUCKS! 


1 instantly recognize that the right 
icks must make lighter work of ma- 
ials handling. Your men with the 


ist think of trucks as tools. Then 
! 


y 
t 
right tool—the right truck—do more 
effort and with greater 
You realize surprisingly large 
time and cost savings. Select your 
COST-CUTTER Truck now from Fair- 
banks complete Hine of Two Wheel and 
Platform Hand Trucks. Always specify 


with less 


safety. 


Fairbanks 
“Bantamweight” 
Platform Trucks 
Sturdiest, lightest, 
easiest moving 
truck for all light 
juty applications. 
Unmatched value — 
costs less to buy, 
less io run. 


Fairbanks Trucks for the rugged con- 
struction and smoother operation that 
brings added savings in long-lasting 
dependable service. Fairbanks Trucks 
are available from leading distributors 
in all the principal cities. 


YOURS ON REQUEST: Big colorful catalog, 
+T-54, describes most complete line of 
trucks and applications. Write for your 
free copy of this valuable catalog today. 


Fairbanks Series 
"500" Lift 

Jack Trucks 

One jack handle 
sufficient for 
several platforms 
The perfect answer 
to minimum cost 
temporary storage 


THE FAIRBANKS COMPANY 


Executive Office — 393 Lafayette Street, New York 3, New York 
Valves ¢ Dart Unions ¢ Trucks « Casters « Wheels 
e 520 Atlantic Avenue, Boston 10, Mass. @ 393 Lafayette Street, New York 3, N. Y. © 15 Stanwix St., 
Pittsburgh 22, Pa. ¢ 202 Division St., Rome, Ga. ¢ Factories — Rome, Ga. and Binghamton, N. Y. 


For More 
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Steel and 
bas > 
Administered Prices 
(Continued from page 86) 
provide the most important ult 
mate markets for steel. 
The 
larly of some administered prices, 
during 


failure of prices, particu- 


to record large declines 
recessions often leads to the criti- 
cism that this situation results in 
a deepening or prolonging of a 
recession. As purchasing agents, 
you know that patterns of price 
behavior vary widely for different 
products Some products fluctuate 
less in price than do others, Prices 
represent income to the seller as 
well as cost to the buyer 

In evaluating the significance 
both 
price must be 
Thus, in the 1948-49 
inflexible prices fell less than flex 


ible 


about 


price changes sides 
con 


recesslon 


price having risen only 


much in the 


That this de 
velopment may have contributed 
to the the 1948-49 
decline, instead of accelerating it, 


1 


has been 


one-third as 
preceding inflation 


hallowness of 


suggested by the De 
partment of Commerce in its com 
ment on these trends: 
“The stability of 
(inflexible) prices. . 
a bolstering factor in the 


these 
. Was 








Don't fret over plastic problems! Come 
to Chicago Molded for the finest quality 
moldings im any sive . any quantity-— 
Greet ex 
For behind Chicago 


there's 38 years’ expert 


and the most reliable deliveries. 
pert design help, too 
Molded's staff 
ence. So take it easy—let Chicago Molded 
work out your next plastics problem. Just 


write, wire or phone 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 WN. Kolmar Ave., Chicago 51, Ill. 
Phone: Dickens 2-9000 


1 a ad 
‘> “SEK 
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renewal of business pur- 
chasing for inventories 
and of capital expartsion 
‘programs which accom- 
panied the upturn in in- 
dustrial. production in 
late 1949 and early 1950. 
Realization that the 
down-turn in prices was 
limited in degree and 
scope and that many 
prices, such as those in 
the important irom and 
stéel product group, re- 
mained unaffected meant 
that business purchasing 
could proceed without 
fear of losses incurred by 
price declines.” 

As the Department of Com 
merce has suggested, the p ycho 
logical effects of a spiral of de- 
clining prices cannot be ignored 

In the six moderate recession 
during the past 35 years, the con 
umer price index remained un- 


changed or rose four time it 


declined moderately twice. Dur- . 


ing one ol the periods of decline, 
the index rose for the first 7 
months before turning downward. 
The wholesale index showed sim- 
ilar reactions. 





UP TO 
39% 


Buy Direct from Manufacturer 


eRubber Stamps eSelf-inkers 
eSteelStamps Stencils 

e Special Band Stamps 
elndustrial Inks eDaters 
elnspection Stamps 

ePrice Marking Stamps 
eBakelite Signs eNumberers 
e Hand Printing Press 

e Inter-changeable Rubber Type 
e Engraved Deep-Kut Stamps 

e Electric Time Stamps 


Shipped on Day of Receipt of Order 


invoiced Monthly ¢ Catalog on Request 


NO STATIONERS OR DEALERS, PLEASE! 


KRENGEL MFG. CO.,INC. 
227 Fulton Street, New York 7, N.Y. 
Tel. COrtiand 7-S714 
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No. 1 choice of industry... 





the V-belt with concave'sides 





It is easy to see why concave sides insure far 
longer belt life...and make Gates the industry’s first 
choice in V-belts. , V3 


Just make this simple test: Bend a’Gates q 
V-Belt with concave sides (Fig. 1) as if it 

were going around a sheave. Feel how the 
sides fill out...become perfectly straight 
(Fig. 1-A). 

Note how this belt makes full contact 
with the sides of a sheave... grips the sheave 
evenly, distributing wear uniformly across ie 
the sides of the belt. Uniform wear lengthens — 
belt life — keeps costs down. 

With a straight-sided belt the sides bulge out on the bend 
and wear is concentrated on the bulge. Uneven wear shortens 
belt life — increases belt costs.’ 


~~ 





Because Gates V-Belts with concave sides are so univer- 
sally preferred, they are also the most widely available. 
There are Gates distributor stocks in industrial centers 
throughout the world. 


The Gates Rubber Company, Denver, Colorado 


LEM. World’s Largest Maker of V-Belts 
Se ; 

_ i 
corr DIVES 
ROPE 























DESIGN- 


shipping containers. 


containers 


YOU GET 
THE SAME 
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ENGINEERING 
SERVICE 


FROM 
EVERY 
MEAD 
CONTAINER 
PLANT! 


@ Each Mead Container plant offers you top skills and 
new ideas in the designing and engineering of corrugated 


This expert help in solving container problems, plus 
multi-plant organization 
fast delivery service 
dependable source of quality containerboard 
extensive research facilities 
emphasis on personal attention 
insures you of the best in shipping containers and display- 
shippers wherever and whenever you need them. 


Call your Mead representative today. 


MEAD CONTAINERS, INC. 


Subsidiary of 


THE MEAD CORPORATION 


Executive Offices, Cincinnati 


National Sales Offices, 230 Park Avenue, 
New York 17, N.Y. ¢ 6124 N. Milwaukee 
Avenue, Chicago 46, IIlin 
and in principal citie 





How you can get more business...NOW 


Say you've been getting 30% of a customer's 
business in 1957... but his business .is down 
20% now... 


You have to increase your share 25% just to stay 
where you were! There's just one way to increase 
your share... it shows up when you review the 
industrial buying pattern. 


REQUISITIONS : PLACING ORDERS 

... come from Purchasing executives 

engineering and decide which suppliers get 
production. what share of the business. 


So if you want to step up your share of the busi- 
ness NOW the place to concentrate your effort is 
on the one man who can give you business now 
— the purchasing agent! 


You can’ reach him every other Monday with your 
advertisement in his own business publication 
— PURCHASING Magazine. 


PURCHASING Bépepcive ex 


the methods and news magazine for industrial buyers IN BP 
205 East 42nd Street, New York 17, New York 
a Conover-Mast publication 


PURCHASING 





PAINNES Orn , 
ep ) QM... 
= 7 


ANNOUNCING MINJECTO 


REVOLUTIONARY O-RING MOLDING PROCESS 
\fter three years of intensive research, 
ting and engineering, Minnesota Rub 
ber is tooled up to produce O-Rings, 
with MinJecro. This new 

permits complete automation, 

higher quality O-Rings faster 


* economn ally 





» of MinJecto Minnesota Rub 
vr has been able to drastically reduce 
()-Ring prices on rings made out of 70 
durometer Buna N material in sizes 1-27. 
Write today for the MINJEc10 price list 


and material information. 


DEPT. 366 © 3630 WOODDALE AVENUE 
MINNEAPOLIS 16, MINNESOTA. 
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see how 
felt * 
fits in 
with 
your 
products! 


Let us 

show you how 

to save money 

and increase 
efficiency with the 
proper use of felt. 


FRE Samples and Applica- 
tions of Industrial Felt. 


Need 
corrugated boxes 


n volume? 


| 
Nb Mt H&D 


packaging engineer 


~ HINDE & DAUCH 


5 Factorie 


42 Sales Off 


Sandusky, ¢ CONTINENTAL FP RBALT company. im 


22 WEST ISth STREET s a ane) | ae, 





ee LE Le a LE ME, yi 
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Continental 
Steel Containers 


®@ Positive protection 

@ Superior lithography 

@ Fast delive ry 

@ Top quality 

@ Full line 

@ Full line of pouring spouts 


@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service 
Engineering and research assistance 
available to help you solve any pack- 
aging probl m 


PERMA-LINED TO 
PROTECT HARD-TO- 
HOLD PRODUCTS 
Airless hot sprayed 
enamel! lining ossures 
complete interior cov- 
erage, gucorontees 

100% protection 


CONTINENTAL CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 

Central Division: 135 So. La Salle St, Chicago 3 

Pacific Division: Russ Building, Sen Francisco 4 
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Purchasing s 


Big Chance 


(Continued from page 71) 


departments. I would like to re 
peat the qualities needed in pu: 
chasing as I stated them at Lo 
Angeles 

“The requisites of a good pur- 
chasing man under the new con- 
cept of purchasing are stagger- 
ing. He should have, among other 
things, a thorough knowledge of 
materials and vendors, and as 
much knowledge as possible of 
engineering, production and plan- 
ning. To top this off, he needs the 
SHH we tact and finesse of a skilled diplo- . 
TA mat. 
a He must be able to work co- 
operatively with other people and 
to get others to cooperate with 
him. The success. of the modern 
purchasing department depends 
on its ability to play an advisory 
role and to have its advice ac- 
cepted. But people don’t take ad- 
vice willingly from sources they 
don’t respect. 

The purchasing man must have 
More's © cable exporting system with space reserved for future needs poise, self-confidence and _ tact. 
And behind the poise and self- 


Cope cable trough gives confidence must be the necessary 


knowledge and _ information to 
hold up his end in any company.” 
your system room for growth! | o.com 
ing snoul ye represented in top 
operating councils, is gaining 
acce ptance but still ha a lon 


way to go In my judgment, no 


ble trough design gives you changes are equired. And greater 
id carrying capacity per installation flexibility of lightweight 


plus built-in system ex- Cope cable trough and a complete 


it will minimize the cost line of system accessories and fittings company which has failed to ac 
ystem expansion. A single 


- > ) iy ’ i) ? hic 
! reduce design time up to 23% for lay cept and implement thi 
e section of Cope cable trough 


) | ‘ 
ing out the most complicated svstem pie can be said to have a 
smanv cables as 16 le ngths 


d a . assure easy svstem maintenance nodern purcnasing functio! 
iduit. Additional cables can 


even in the most cramped quarters Without a place in top operating 


new equipment installations Cut Costs Three Ways. You save three a purchasing cannot ‘have 
Phe lower first cost of a Cope ways when you specity Cope cable the foreknowledge of company 
ough installation saves you 


econd time when you need 


kly and easily laid in existing 


} . . . } y 1 t 
supporting systems with pin-type plans and problems which it must 
coupler . trough, ladder or channel. have if advantage is to be taken 
e or expand your power of its specialized knowledge 
: ‘eoaliaiin’ * LOWER FIRST COST a Be. 
® LOWER !NSTALLATION COSTS 


Reduced System Maintenance Costs. ® LOWER SYSTEM MAINTENANCE COosTS 


fet-at Cope cable trough also 
costly maintenance prob Discuss these advantages for your 


n the line. Once cable is laid installation with a qualifie d ( ope rep- FOR MORE INFORMATION 
xpande d metal trough, it’s resentative—or write to ‘| fr. 4 ope - ON PRODUCTS IN 
cessible for easy inspection, Division, Rome Cable Corporation : 
routing when system Collegeville, Pa THIS ISSUE 
oa USE INQUIRY CARD 


T.J. COPE Division msl 


F 5 
ROME CABLE CORPORATION or More Information Write No. 25 
on Inquiry Card—Page 32-> 
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ELECTROMAGNETIC 
CONTROL 


Also available is the ASCO engineering study 


7 
Factors to Consider in the Selection of Auto 


matic Transfer Switches.” 

atalog 201 on ASCO Solenoid Valves covers 
more than 1300 types —2-, 3-, and 4-way 
with standard, explosion-proof or watertight 
enclosures—in a wide range of body materials 


ASWUAG literature 
simplifies choice of 
electromagnetic control 


New catalogs offer design engineers important reference too 
MASTER CATALOG 57-S 
More than a catalog, this complete volume supplies comprehensive 
design engineering data on automatic transfer switches, remote control 
switches, contactors, relays, solenoids, and electric plant control. 
For the engineering specialist who is concerned with components 


of the ASCO electromagnetic control line, individual catalogs 
are available covering: 


multi-pole, special contact 
strc net and materials, and other 
wtenee fit” features. For ail classes 





... AC and D-C, catalog listed or engineered 
to your requirements. " 


Any of these important reference tools may be had simply by writing 
Automatic Switch Company — on company letterhead only, please 


Automatic Switch Co. 


Hanover Road, Florham Park, New Jersey 
FRontier 7-4600 





SPECIAL 


CFel’s Wickwire Spencer Steel Division makes all 
four general types of springs—Compression, Exten- 
sion, Torsion and Flat—as well as Formed Wires of 
all kinds. Even if you need an unusual design, or a 
special spring for a new application, CFel will 
design and form oné to meet your most rigid 
specifications. 

Fill all your spring needs from a single, depend- 
able source of supply. For complete details, call 
your nearest CFel Sales Office. 5677 


(FI WICKWIRE SPRINGS 


AND FORMED WIRES 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION: Denver - Oakland 
WICKWIRE SPENCER STEEL DIVISION: Atlanta + Boston - Buffalo 
Chicago + Detroit - New Orleans - New York + Philadelphia 
CFal OFFICES IN CANADA: Montreal - Toronto 
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THIS is No Ordinary 
Power Hack Saw Blade 


This is the unbreakable MARVEL High-Speed-Edge 
Hack Saw Blade—the first bi-metal blade—invented, 
developed and introduced by MARVEL. This blade 
was developed to cut any material from the free ma- 
chining steels to the toughest alloys, fast, accurately 
and economically. Just one type blade to handle any 
job—no switching blades to cut different materials. 

MARVEL blades can be tensioned from 200°}, to 
300°; more taut than ordinary blades. This advantage 
permits heavier feed pressures to be used without 
deflection or fear of breakage 

This rugged cutting tool assures outstanding econ- 
omy, accuracy, long life and complete safety—it ts 
unbreakable. 

Ask for MARVEL Blades by name and you can 
be sure you're getting the best. Leading Industrial 
Distributors have them in stock. Write for latest 
Cutting Tool Bulletin FB-1021 


ARMSTRONG-BLUM MEG. CO. 


5700 W. Bloomingdale Ave., Chicago 39, U.S.A. 
Manufacturers of the Outstanding MARVEL Metal Saws 
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GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine . . . and see how much 
more you'll get out of the contents. 
See how much you'll gain by having 
time to really digest the material 
written just for you. 

A personal copy would always be 
handy for easy reference—ready 
with help when you need it. 

Order a personal subscription now— 
$4. a year. Write to PURCHASING 
Magazine, 205 E. 42nd Street, New 
York 17, N. Y. 
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specify screws with 
lowest lifetime cost 





Here’s a cost-saving {ip don't p fy or buy 
crews on first cost alone Evaluat the lifetime 
cost—it can mean substantial cost saving 
For applications requiring utmost strength and depend 
ability, Mac-it Socket Screws have the lowest lifetime cost 
This can save you money through 
LESS DOWNTIME production interruptions from screw 
failures are expensive. Screw costs are negligible when 
compared to the costs of (1) lost production, (2) idle opera- 
tors, (3) repair crews, (4) replacement parts and (5) delayed 
shipments 
FEWER REPLACEMENTS — because of Mac-it’s longer 
life 
BETTER PERFORMANCE — because of Mac-it’s greater 
resistance to punishment. 
GREATER SAFETY because of Mac-it’s resistance to 
failure. 


For screws that cost less in the long run, specify Mac-it 
for original equipment and replacement parts. You will 
find the complete line of Mac-it Hex Socket and Alloy Cap 
& Set Screws at your local Mac-it distributor, or write 
Mac-it Screw Division, Strong, Carlisle & Hammond, 1392 
West 3rd Street, Cleveland 13, Ohio 


M AC- IF = ore C R EW S 
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MAJOR PRODUCTION PLANTS PROVE 
CONTINENTAL DRILLS LAST LONGER! 


— 
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z. 
ORDINARY ADDITIONAL 
DRILL PRODUCTION WITH 
PRODUCTION CONTINENTAL DRILLS 


























DRILL corporation 


555 W. Adams St., Chicago 6, Illinois 











CONTINENTAL Cexiticc DRILLS Gua 





WAREHOUSES 
- NEW YORK LOS ANGELES TACOMA, WASH 
~~ 50 Church Street 6551 Whittier Blvd 2006 Center Street 
CO 7.5662 RA 31287 MA 7.3434 
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low irst choice of the rocke 
lower 7 (3 (>) e a eel senna 
lowest prices : 


Three superlative Marsh products 
are widely used and approved by 
the aircraft and missile industry: 

RETAINING RINGS MARSH rronsure onvgen. 


because they combine the most advanced 
gens , features ever found in pressure, vacuum and 
Expanded facilities + increased : Septem f 2 z 
. rv . compound gauges. There is a Marsh Gauge 
production = lower per-unit te OE aidiliiad . 
, werd C ivable 
costs. We pass these savings on or every conceivable application. 
) . : 
to you ‘by lowering prices up to mMaR 
42% on Industrial Retaining SH Needle Throttiing Valves --- 
Rings. Start saving more right . because they are guaranteed to give micro- 
away. Send for our new catalog meter regulation at HIGH pressures 


and price list today. - pressure up to 10,000 psi—and any temper- 
ature up to 500° F. 
INDUSTRIAL RETAINING RING CO. 

57 Cordier St., Irvington 11, N. J. MARSH Dial Thermometers... 
Originators of Min because they offer the precision and accu- 
retaining ring dispensing : | racy a precision industry demands. Most 
mate Tes Courct Tanai x complete line; wide temperature ranges, dial 

e/.. sizes, patterns, finishes 

INDUSTRIAL RETAINING RING COMPANY Y 
57 Cordier Street, Irvington 11, New Jersey 


] : 

| \ 
Please send the new IRR catalog, price list and free ring samples { eataled 
NAME TITLE cman 
COMPANY fale 


STREET 


All Marsh products available with AND threads 











MARSHINSTRUMENT CO, Soles Affiliote of Jos. P. Marsh Corp. Dept. G, Skokie, Ill. 
CITY STATE Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., Edmonton, Alberta, 
. Canada. Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 
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CLASSIFIED DEPARTMENT || “err oe 
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Contract Work e Used Equipment For Sale @ Business Opportunities 


Put your own name on the 
mailing label that delivers 
Send orders to: CLASSIFIED DEPARTMENT. . PURCHASING PURCHASING Magazine... 

205 East 42nd Street, New York 17, New York and see how much more 








you'll get out of the con- 
tents. 
RATES Undisplayed ‘want ad style), minimum 
charge 4 lines, prepaid. Figure forty-four See how much you'll gain by 
Undisplayed (set solid . 90¢ line _letter spaces (five average words) to a line. ‘ , ‘ 
reall 
Add one line for box number address; re having ne Se ey digest 


Displeyed $8.50 inch Plies forwarded without charge the material written just for 


Discount of 10% for twelve consecutive you. 
displayed insertions 





A personal copy would always 


e handy for easy reference 
WE’RE LOOKING TO Buy!!! pera Rage you 
* INVENTORIES °* 


OF DISCONTINUED OR OFF SEASON LINES need it. 


°° MACHINERY °* : 
PRODUCTION & SPECIAL BUILT Order a personal subscrip- 


© RAW MATERIALS — EQUIPMENT — PACKAGING SUPPLIES tion now—$4. a year. Write 


USED IN ALL INDUSTRIES to PURCHASING Magazine, 
NOTE: — Our buying range is so varied that it is impossible to describe the 


many items we buy — we will make you a worth while offer for ANYTHING 205 E. 42nd Street, New 


you have for sale. 


NATIONAL TRADING CO., 202 CAMDEN ST., NEWARK 3, N. J. York 17, N.Y. 
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MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 


building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


COMPANY 
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Gets them fast 
Gets them all 
Keeps them off 


Dolge SS WEED. KILLER 
is deadly to any weed it 
hits. After one thorough ap 
plication of this potent soil 
sterilant, unwanted plant 
life can’t even get started 
through the growing season 
Safeguards parking lots, 
terraces, drives, walks, gut 
ters, sand traps, courts, 
tracks and other areas 
against ruinous growth. . 





For More Information Write No 


JUNE 9, 1958 


263 on 


Reduces fire hazard by 
eliminating flammable veg 
etation close to industrial 
Finishes such 
hardy pests as poison ivy, 
wild honeysuckle, bind- 
weed, crabgrass. . . . Cuts 
ground maintenance costs 
drastically One gallon 
of SS WEED-KILLER in 
solution treats 1250 square 
feet on the average. 


locations. 


Doce 


WESTPORT. CONNECTICUT 
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The latest 

in laboratory 
equipment as 

well as rolling, slit- 
ting, edge finishing, 
hardening, 
tempering and... 


SPRING’S 
Quality 
Control 


= 


Protects 
Your 

Product’s << 
Reputation 


NZ 


eo) 


st 


SANDVIK STEEL, INC. 


Sandsteel Spring Division 
Fair Lawn, New Jersey—Tel. SWarthmore 7-6200 
In New York: Algonquin 5-2200 


SS-156 
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Employment Service 


Experience: Administrative man- 
ager desires relocation to West 
Coast. Six years supervision of 
diversified institutional procure- 
ment; five years in various ad- 
ministrative management fields. 
Age 33, married, veteran, member 
NAPA, AMA, NOMA. 

Education: Degrees in Accounting 
and Social Science. 

Write: Box 101. 





Experience: Fifteen years indus- 
dustrial purchasing as assistant 
purchasing agent and buyer in the 
Hartford-New Britain, Connecti- 
cut area. Familiar all phases pur- 
chasing. 

Education: High School graduate. 
Completion of advanced purchas- 
ing course given by the Purchas- 
ing Agents’ Association of Con- 
necticut. 


Write: Box 102. 





Experience: Three years purchas- 
ing agent and traffic mgr.—buying 
paper, chemicals, inks, metals, 
maintenance & shop supplies, 
bindery & outside finishing work 
for large printer. Purchases of 
$3,000,000 per year. Complete 
charge of materials from receiv- 
ing, Warehousing & inspection 
through shipping. Responsible for 
incoming & outbound shipments 
$150,000 annually). Operating 
value analysis program & vendor 
rating program. Buying to order 
& for inventory. : 
Education: Bus. Adm. Grad. Ma- 
jor in Purchasing & Traffic in In- 
dustrial Management Course. 
Will relocate. 

Write: Box 103. 





Experience: Six years purchasing 
experience in the procurement of 
standard & special fasteners; 
electrical supplies & equipment; 
welding supplies & equipment; 
plumbing supplies & fixtures; 
office equipment & furniture; 
pneumatic equipment & tools; 
fans & blowers; power tools; oil 
& greases; sub-contracting; ma- 
terial handling equipment and 
plating. E 
Education: B.A. Degree in Busi- 
ness Administration. 

Will relocate. 

Write: Box 105. 
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Experience: Two years experience 
purchasing chemical maintenance 
supplies, small equipment and 
tools. Established purchasing sys- 
tem, supply inventory and main- 
tenance control as well as forms. 
Presently compiling equipment 
registry. 

Education: High School One 
vear Evening College. 

Write: Box 104. 





Experience: Purchasing agent, 
cost and budget control, produc- 
tion and inventory control, pro- 
duction statistics, timekeeper and 
technical control. 

Education: University Extension, 
Life Membership International 
Accountant Society. 

Will relocate. 

Write: Box 112. 





Experience: 2-years plant pur- 
chasing agent. Responsible for all 
plant purchases in a one-man de- 
partment for a manufacturer of 
building materials. Facilities in- 
cluded a paper mill, asphalt shin- 
gle & roll mill, asbestos cement 
and emulsion mills. 1 year as 
general service manager, 3 years 
as production control manager. 
Instituted a new inventory con- 


trol and warehouse plan. (above. 


6 years with same concern). 


Education: Certificate in Business’ 


Admin., Accounting, and special 
courses in purchasing. 
Write: Box 106. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 


- Write: 











Experience: Purchasing agent ex- 
perience 8 years; multi-plant, 
large volume chemicals; negoti- 
ated contracts. Seven years ex- 
perience in a single plant opera- 
tion, luminescent compounds, 
electronics and assembling. Had 
full responsibility for all pro- 
curement including training pur- 
chasing personnel, supervision 
stores and inventories. 
Education: Economics Major 
Will relocate. 

Write: Box 113. 





Experience: Nine years purchas- 
ing in the mechanical & indus 
trial field. Buying ferrous & non 
ferrous castings, steel bars & 
tubing, fasteners, bearings (both 
ball and roller) oil seals, stamp 
ing, forgings subcontracting, plus 
shipping, receiving maint., and 
office supplies, cutting tools. 
Education: 
vears. 
Will relocate. 
Box 114. 


Business College, 





Experience: Twelve years diver- 
sive experience which includes 5 
years asst. purchasing agent for 
a heavy processing machinery 
manufacturing Co. Exclusive du- 
ties include procuring all types 
of steel and non-ferrous metals, 
electric motors and controls, cast- 
ings, chilled iron rollers, bearings, 
guages, gears and all shop ma- 
chines, tools and supplies. Salary 
$7,000 range. 

Education: Degree in Business Ad- 
ministration. Purchasing course. 
Write: Box 115. 





Experience: Twelve years experi- 
ence as buyer of components, and 
electronics. Supervision in buying 
and vendor contact. Heavy experi- 
ence as value analyst, purchasing 
engineering and liason. Do own 
estimate and operate all machine 
tools. All experience has been in 
Southern California. 

Education: Three years Mechanic- 
al Engineering plus’ extension 
courses in purchasing and con- 
tract administration. 

Will relocate. 

Write: Box 111. 
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Here is a handful of ELASTIC STOP® nuts. Each has ESNA’s 
familiar red locking collar . . . is self-locking and vibration-proof. 
Each is a readily assembled, one-piece unit. Each provides positive 
protection against thread corrosion . . . prevents liquid seepage 
along bolts. Each is made from the finest of raw materials. Each 
is exactly controlled as to finished dimensions, class of thread fit 
and finish. Each is now in use on critical applications, with a record 
for uniform high quality that is unmatched. 


Most of them are standard parts. Some originated as the result of 
a specific request for ESNA’s help with an important fastening 
problem. , 


Isn’t it logical to call on us with your next fastening problem? 


ELASTIC STOP NUT CORPORATION OF AMERICA 


Elastic Stop Nut Corporation of America 
Dept. N62-615, 2330 Vauxhall Road, Union, N. J. 


() ELASTIC STOP nut bulletin C0 Here is a drawing of our product. ~ 
What self-locking fastener would 
you suggest? 


iF, 
pOLEPly nen an 


J TRADEMARK 
: Street 














City. 
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Shell Chemical 
SKE Industries 
Secony Mobil Oj 
Standard Pre ed 
Stanscrew Fastener 
Stonehouse Sign 
Strong, Carlisle & 
Screw Div 
Sun Shipbuilding 


Company 


+ 
Taylor Fibre Co 


Tennessee Coal & Iron Div 


Texas Company 
Thermoid Co 


Timken Roller Bearing C 


Industrial Div. . 
Torrington Company, The 


Inc 


Steel Corporation 
Steel Export 


Steel Supply Co 
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Street c York 
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BUSINESS STAFF 


Ray RicHarps 
Atex G. Graam 
*Josern T. McCourt 


Hucn RoBINson.. 7 


Tom NAVIN P Se . 
Jack Morais. ..+New York 
Josernu Besserrt Mid-West Regional Mgr. 
Ihomas F. HANNON p 

Ep CRILLY 


ELtswortH Brown 
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C. R. Kincsiey 


Roserr HAwLey 

Jack T. STEELMAN 

WAYNE SLOCKBOWER 

Warten LH. KincHner wyr. ¢ 

IneNe Kreipier Mer. Ad 
BRANCH OFFICES 


Norra Micnican Avencea 


1900 Evetip Avenue 
864 So. Ronentson Bivo 
869 Nationat Paess bunpine. Washing 


15817 James Couzens Hicuway Detr 
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CONOVER-MAST PUBLICATIONS, INC 

Bb. P. Mast, Sr 

Bb. P. Mast, Jr 

Ray Rienarps 

A M Monst Ik 

A. H. Dix 

Harvey Conovet 

Leo Haccerry 

Joun T, Dix Dd 

Daniet G. Smit 


CONOVER-MAST PUBLICATIONS 
PURCHASING 

Mitn & Factory * AvIATION Act 
CONSTRUCTION EQUIPMENT 

VoLtuME Feepinc MANAGEMEN1 
Business AND COMMERCIAL AVIATION 


Conover-Mast Purcuasine Direcrory 
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For Fast, Dependable Service, Coast-to-Coast. -- 
.\ 


Mark your 
Purchase 
Orders 


AN 


j 


/ 


|| 


Purchasing Executives... 


__. from coast-to-coast are finding out they can eliminate their 


/ 


[|| 


j 
j 


shipping worries by marking orders ''p-C”’. 
direct, coast-to-coast motor carrier service assures YOU 
these benefits: 
ae 
D-Cis FASTER — One-carrier direct service from coast-to-coast. 


2-man sleeper cabs go straight-thru with no transloading — cuts 20% 
off running time. 
C 1S SAFER—One-carrier responsibility from pickup to delivery 


assures safe arrival, speeds tracing. 


F) _ C 1s MORE DEPENDABLE—One-carrier control mean} expe 


rienced personnel, modern equipment and facilities all the way 


Join the ever-growing list of satisfied Purchasing Executives who 
have found the answer to shipping problems — specify p-c— 
the coast-to-coast choice for coast-to-coast service! — 


ONE 
STEP 








CITIES 





Albany, New York Los Angeles, Ca 


Buffalo, New York 9 tNashville, Tenr 
Chicago, Illinois New York, New York 
Cleveland, Ohio SH.9 IN. Bergen, N.J 

Colo. Springs Colo ME. 2-1 486 Owensboro, Kentucky MU 
Denver, Colorado DU. 8-4567 Phoenix, Arizona 

Detroit, Michigan v1, 3-9505 Pueblo, Colorado 
Evansville, Indiana HA. 3-6487 St. Louis, Missour! 

Kansas City, Mo..- HU. 3-9343 Seattle, Washington 
Louisville, Ky ME. 6-136 Syracuse, New York 


OC operators f Eck Miller Terminol Cities 


OFF-LINE SALES OFFICES: 


**Rock Island 
San Francisce 


Atlanto **indianapolis 
Bostor *Milwoukee 
** Cincinnati Philadelphia South Bend. Inc 

*Dayton *Portland, Ore **Toledo 
**DeKalb, Ill Rochester, N.Y Washington, D 
**Ft, Wayne 

* With Trailer Pool **Trailer Pool Only 


DENVER CHICAGO 
TRUCKING CO., INC. 


The ONLY Coast-to-Coast Corrier 
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Cross-Knit, a wonder soft, 


-super absorbent towel, and a 
Me, good-will builder i in the washroom 


wow. “Little things affect peoples* 
attitude toward you’’ 


Green Bay, Wisconsin - 
America’s most complete line of paper towels, tissues and napkins 





EJ = 


Pick a part! any part... any metal 
Then ask us for an eye-opening quotation 


f multiple Simply send us a sample, drawing or description 
| 


of the parts vou need plus the quantity The meta 
) / ckel silver, HICKE 


iron, steel, stainless steel or aluminum 


Call he COppt r. brass bronze 1 


inv applied or plated finish you choose 

Send your inquiry to: The American Brass Com 
pany, Fabricated Metal Goods Division, Waterbury 
-0-A, Conn 


ANACONDA 
Multiple-Plunger Press Products — 


For More Information Write No. 152 on Inquiry Card—Page 32 





Another example of BEAR TAPES at work for industry 


BRAND 


Polyethylene bags are sealed over the heads of golf clubs wit 1 wide No. 161 m (Red) 


Flatback Tape. Operator bags and tapes 200 clubs in 2 hour! This 1s just one of } 


in which you can put BEAR Tapes to work in packaging, shipping, mat in pi 


es pe oll 


<i 
// 


een Ee 


HANDY GUIDE TO BEAR TAPES 


Tape No Description and Popular Uses 


101 Crepe paper, tan, 60-yd rolls for general-purpose 
masking, covering holding, sealing 

102 Crepe paper, tan, 60-yd rolls for general-purs 
masking and moderate heat baking 
Crepe paper, tan, 60-yd. rolls for high-quality mask 

109 t por y j 
ng, protecting sealing freezer wrapping 

11 Crepe paper, tan, 60-yd. rolls for general and star 
resistant masking and holding 

112 Crepe paper, tan, 60 yd rolls for h gh quality, hig 
heat masking, baking, drafting 

113 Crepe paper, tan, 60-yd. rolls for special high-he 
masking of treated metals, drafting 
Flatback paper, tan, 60 yd rolls for 
masking, sealing, labeling, sterilizing 
Flatback paper, tan, 60-yd. rolls fo 


e | jing and sealing applicat 


BEHR-MANNING CO. 


» shenath ber haldlen, wiicing, wrapping TROY,N.Y 


Flatbac paper, 4 colors, 60-yd. r ; r 4 r A DIVISION OF NORTON COMPANY oRToRy 
151 ; ARRASIY 


ig, decorating, sterilizing BEHR-MANNING PRODUCTS ted A ° ” 


ack rope paper, tan, 60-yd. r 





Fla J rope paper, red, 60- and 180-yd p 
161 k por ‘ 5] ; 
sing, sealing vegetable packaging NORTON PRODUCTS 
186 Crepe paper, black, 60 yd rolls for sealing cart -- 


ntainers, fibre tubes, auto apertures 


189 Crepe paper, red, 60- and 180-yd. rolls for closing 
sealing, vegetable packaging BEHR-MANNING Division of Nortor 


Flat, pressure-sensitive paper, 100-yd. rolls for pro I want t 
190 ‘ 
tecting polished and finished materials Tapes it 


196 Flat paper, yellow and white, 60- and 180-yd. rolls I'd like a sample of N« 
printable, for labeling, identifying 


200 & 205 Crepe paper, glass-reinforced, tan, 60-yd. rolls for 
packing, shipping, bundling. 


507, 510, | Vinyl plastic, black, 20’, 66-ft., 36-yd. rolls, full U.L 
520 approval for electrical insulating, wiring 


Name 


Company 


660 Crepe paper, tan, double face (coated both sides), 


‘. Add 
60-yd. rolls for bonding, laminating, splicing ios 


941 Flat paper tissue, tan, double face (coated both 
sides), 36-yd. rolls for bonding, laminating, splicin 
y g g g 
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